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Rating In Concert 
By Bureaus Defended 
Before Senate Group 


NYFIRO, Barry, Kaplan Argue De- 
| yiations Should Conform to Stand- 
ards, State Law Provisions 


'AT WASHINGTON HEARING 


Smith Holds Independent Rating 
by All Companies Would Lead to 
Elimination of Small Insurers 








By At GoLpsMiTH 


Washington, D. C., Aug. 11—The Sen- 
ate Judiciary Antitrust Subcommittee re- 
opened its investigation of insurance 
rating laws and practices this week with 
testimony by defenders of bureau com- 
pany and organization operations that 
they are not seeking to stamp out filings 
for independent rates, deviations and 
partial subscribership. 

But the New York Fire Insurance Rat- 
ing Organization and John R. Barry, 
president of the four Corroon and Reyn- 
olds Companies insisted that such filings 
must conform to standards and _ state 
laws requiring rates to be adequate, not 
excessive, but sufficient to insure a rea- 
sonable profit to the company. Rating 
iii concert is necessary to protect small 
companies against use of inadequate 
rates by the large independents as “loss 
leaders,” they declared in response to 
charges by the independents at earlier 
hearings that they have engaged jointly 
in coercive practices aimed at eliminating 
‘freedom of rate competition. 


Coercion is Denied 


The subcommittee, during the six days 
of current hearings, is slated to con- 
centrate its attention principally on re- 
buttal testimony by the bureau groups 
to the allegations of coercion presented 
by the Insurance Company of North 
America, Allstate, National Association 
of Independent Insurers and other in- 
dependents. However, scheduled wit- 
nesses include several new complainants 
against bureau and bureau organization 
activities. 

The first of this group, Arthur J. 
Aronson, secretary to the New York 
City Department of Marine and Avia- 
tion, urged creation of an interstate in- 
surance commission “as the only answer 
to the problem” of “obsolete and unduly 
expensive” grading and rating methods 
practiced by the National ‘Board of Fire 
Underwriters and NYFIRO. 

Toposals to improve rating methods, 
such as eliminating all class rates and 
replacing them with scheduled rates, 
have been rejected by NYFIRO, and the 
sew York State Insurance Department 

as failed to secure effective action, he 

Stated, 

The subcommittee opened the hear- 


(Continued on Page 22) 
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THE UNIVERSITY, 
OF MICHIGAN 


AUG 19 4959 


MATHEMATICS 


PRITCHARD AND BAIRD 
REINSURANCE 


Consultants and Intermediaries 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 
best. 

“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WoOrth 4-1981 

















Colonial has many IDEAL PLANS 
for Business Insurance 


A good example is the 15 payment life policy. 


An illustration at age 35: 


amount of insurance $50,000 


annual premium $1,802.50 


cash value twentieth year $30,250.00 
total all annual premiums $27,037.50 
20th year Surrender net GAIN $ 3,212.50 


It provides: 


# equity for retirement = life insurance protection 


= certain tax advantages 


The 
co Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 














May Revamp Setup Of 
LIAA To Deal With 
Areas Of Difference 


Tax Situation Brings to Head 
Growing Conflict of Interest 
Among Some Members 


MYERS NAMES STUDY GROUP 


Edmund Fitzgerald Heads Commit- 
tee of Company Executives Aim- 
ing to Promote Common Aims 














Clarence J. Myers, president of Life 
Insurance Association of America and 
chairman and president of ‘New York 
Life, has appointed a committee to re- 
examine the existing rules and_ pro- 
cedures of LIAA to see whether they 
can be modified to deal more effectively 
with situations in which it proves im- 
possible to reach an agreed position. 

“Our recent experience with the Com- 
pany Federal Income Tax Bill has high- 
lighted some of the difficulties that can 
arise when our membership fails to 
agree on a single course of action,” Mr. 
Myers said. “It would have been a 
happy circumstance if our companies 
could have agreed upon a form of tax 
bill which would have been acceptable to 
both the Treasury and the Congress. 
Since this was not the case I doubt that 
anyone is entirely satisfied with the re- 
sult.” 

Increasing Areas of Difference 


Mr. Myers named other instances 
where there has not been agreement in 
the business: the variable annuity, the 
question of varying premium rates by 
size of policy and the use of terminal 
dividends in life insurance contracts. He 
added that as the business expands and 
becomes more diversified, more questions 
can be expected to arise in which it will 
be impossible to formulate a unanimous 
opinion—evidence, incidentally, of vigor- 
ous growth and wholesome competition. 

“In an organization like the Life In- 
surance Association, when it becomes im- 
possible to reach an agreed position on 
an important issue, it is usually neces- 
sary for the Association and its repre- 
sentatives, including its trained staff, to 
step aside and let its individual com- 
panies pursue their own actions accord- 
ing to their own positions. This is hardly 
a satisfactory conclusion,” he said. 

“The ‘Association’s effectiveness is 
similarly impaired when it may take only 
a limited position on an important issue, 
as was so in the case of the company 
Federal income tax legislation. Member 
companies tend either to regard Associa- 
tion staff action as inadequate, or resent 
it as interfering with their own position 
and activities. 


Who Are on the Committee 


“Recognizing the diversity that exists 
in an industry as competitive as ours, we 
might do well to re-examine the existing 
rules and procedures of the Association 


(Continued on Page 8) 
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Here’s the policy for your clients and prospects age 60 and over. It's 
The Travelers Guaranteed Renewable Hospital & Surgical Expense policy 
GR(2). 
Find out how it can help meet the following: Hospital room and board 
LIFETIME PROTECTION FOR 


costs — miscellaneous hospital expenses — emergency hospital treat- 
ment of accidental injuries — surgical expenses. 

With the GR(2) policy your clients will have protection when it’s 
really needed — during the years when accidental injuries or illnesses can 
occur with great severity. ; 

More than 4,000 experienced claims personnel throughout the United 
States and Canada back up the GR(2) policy and all other contracts offered 


by The Travelers, now in its 96th year. 

Your Travelers field man, whose business is to help you build your 
business, has full details on the GR(2) policy. You can reach him through 
the nearest Travelers branch office or general agency. Why not call him 
today. 





INSURANCE COMPANIES © HARTFORD 15, CONNECTICUT 
all forms of personal and business insurance including 
Life * Accident * Group * Fire * Marine * Automobile * Casualty « Bonds 
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CONNECTICUT MUTUAL LIFE LEADERS AT BANFF 





President Zimmerman Sees Continued 


Growth in Spite of Current Problems 


Connecticut Mutual President Charles 
if Zimmerman predicted that the life 
insurance business should continue to 
grow at a rapid pace, despite several 
negative factors on the horizon. 

Pointing out that economists foresee 
4 full-scale economic upswing for at least 
the next six months, Mr. Zimmerman 
noted that the recent eight-month “re- 
was the briefest, though sharp- 
est, since World War II, despite re- 
jection of demands that the Federal 
Government take drastic measures to end 
the business slump. 

“We are now embarked on a sound, 
natural recovery,” the said, “demonstrat- 
ing that politically-inspired, inflationary 
cures for the recession were as unneces- 
sary as they were inadvisable. To the 
expansion of our business, however, the 
condition of the economy is not as im- 
portant as the condition of the life in- 
surance agent,’ Mr. Zimmerman said. 

“A prosperous economy provides more 
or less receptive prospects ... receptive 
not only to life insurance but also to all 
the physical comforts and luxuries of- 
fered by all other businesses in furious 
competition for the consumer dollar. The 
agent who sells an increasing volume of 
life insurance, therefore, succeeds be- 
cause of ‘his own efforts and not because 
of healthy economy or because consum- 
ers are happy and optimistic.” 


cession” 


Taxes and Inflation 


Nevertheless, Mr. Zimmerman  con- 
tinued, life insurance agents have every 
reason to feel confident about their 
future. Among other encouraging signs, 
he pointed to prospects for continued 
sound increase in productivity, for a 
record rate of family formation, and for 
arising proportion of families in the 
middle-income groupings. He did, how- 
ever, single out two dark spots in an 
otherwise rosy economic picture: 


1. Unjust, burdensome taxation: “The 
tax burden is not likely to lessen in the 
foreseeable future, because of the increas- 
ing demands for services at all levels 
of government. Nevertheless, certain tax 
reforms can and should be made to free 
individuals to care for themselves, and 
to encourage efficient business adminis- 
tration. Our present tax structure dis- 
courages individual initiative and en- 
courages wasteful business practices. 
Possibly a token action will be taken 
to reduce taxes in the political year of 
190, but a real effort toward tax reform 
probably won't be seen until 1961 at the 
earliest.” 


2. Inflation: “Since 1900 there have 
been more years of deflation than of 
inflation, Inflation is not inevitable, and 
there are good reasons to believe it is 
not going to continue indefinitely. The 
fats are being brought heme with in- 
treasing impact on the average citizen. 
ere is a growing realization among the 
tank and file that Federal spending for 
hon-essentials must be stopped, that the 
Vicious wage-price spiral is absolutely in- 
sane; that everyone ultimately suffers 
from’ inflation—including government it- 
sf, that subsidies to special economic 
ese hurt the economy, that there 
§S danger of pricing ourseives out of 
World markets. The rank and file are 
Starting to protest. Word frem back 
e is starting to penetrate Congress, 
there are signs that the economic 
facts of life are starting to supplant 
ics as the major guide to top-level 
ing.” 
“Timi to the state of the life insur- 
ae business, Mr. Zimmerman _pre- 


CHARLES J. ZIMMERMAN 


and 


” 


dicted opportunities for growth 
service “greater by far than ever before 
for the individual life underwriter, de- 
spite obstacles and problems facing Or- 
dinary business. 


Comments On Group Insurance 


Regarding the tremendous growth of 
mass coverages, he said that “the 
strength of Group insurance is also its 
weakness. The strength of Group is its 
important economic and social function 
of narrowing the gap between the need 
for personal security and the ability and 
willingness of individuals to provide that 
security for themselves. It is bought in 
preference to Ordinary because of price 
advantage, tax reasons, simplicity and 
mass psychology. But there is a basic 
lack of understanding by Group policy- 
holders of exactly what they have. They 
lack appreciation of cost and value. They 
lack the pride of ownership which pur- 
chasers of Ordinary feel because they 
can’t get a sense of permanency and 
living values from their Group insurance. 
And they cannot feel the deep pride 
which comes from exercising individual 
judgment and initiative to protect their 
loved ones.” 

Some of the abuses of Group may be- 





Frederick R. Griffin, Jr. 
In Eloquent Closing Talk 


Frederick R. Griffin, Jr., of Philadel- 
phia, a veteran of 33 years with Con- 
necticut Mutual and a life member of 
the Million Dollar Round Table, closed 
the conference with a talk on “My Com- 
pany.” 

Extolling the virtues and advantages 
of life insurance and the Connecticut 
Mutual’s long history of promoting them, 
Mr. Griffin said, “I know you will agree 
our history-and our business philosophy 
have been outstanding. But we can’t live 
in the past alone. ... We must look to 
the future. 

“We have. demonstrated that we will 
settle for mothing less than the best. 
The general economic picture is bright. 
Life insurance needs are constantly in- 
creasing and the Connecticut Mutual’s 
place in the industry is stronger than 
ever. It is up to us—all of us, in the 
field and in the home office—to capitalize 
on the favorable opportunities without 
sacrificing a thing to expediency, and 
thus to achieve continuing and even 
greater growth in the future.” 





gin to limit its expansion, Mr. Zimmerman 
said, citing as abuses “unrealistic limits, 
unsound underwriting, unfair compensa- 
tion practices, unnecessary undermining 
of the agency system, unwise and anti- 
social discrimination in amounts avail- 
able to different classes within a group, 
unwarranted applications such as key- 
man and stock retirement coverages. 
“When Group came into being,” Mr. 
Zimmerman declared, “neither the gov- 
ernment in giving tax incentives, nor the 
companies, nor the employers, nor the 
employes expected some of the perverted 
uses to which Group has been put. Un- 
less they are eliminated, the government 
will take away some of the tax advan- 
tages Group now enjoys. Faving this 
threat, the Group companies themselves 
probably will take constructive steps to 
stop some of the more questionable prac- 
tices. In either case, it is’ clear that 
abuses of Group are self-limiting.” 


Minimum Deposit Plans 


Regarding minimum deposit plans, Mr. 


Zimmerman said the position of the 
Connecticut Mutual is not that high 
cash value policies are _ intrinsically 
wrong, but rather that they should not 


be subsidized by all other policyholders. 


It Was Biggest; Executives Attending 


The largest national conference in the 
113-year history of Connecticut Mutual 
Life was held at Banff, Canada. A total 
of 425 agents qualified, and including 


wives, children and home office person- 
nel, 772 Connecticut Mutual people at- 
tended. 


Leading off the program was Agency 
Vice President Raymond W. Simpkin, 
who presented trophies and plaques to 
national award winners for 1958 and 
honored several other groups of leading 
agents. 

He pointed out that the increasing 
success of the Connecticut Mutual field 
force, and thus the company, was re- 
flected in a comparison of records over 
the past few years. [For example he 
cited these ‘figures: 

In 11948, with a volume requirement of 
$250,000, 300 agents qualified for the na- 
tional meeting, as compared to 425 
agents meeting a $500,000 requirement 
for (Banff. 

Since 1955 membership in the com- 
pany’s Million Dollar Corps has risen 
from 14 to 65; in the Half-Million Dol- 


lar Corps from 65 to 222. 

Since 1951 the average production of 
the company’s top 100 agents doubled, 
to $1,200,000, with a 67% increase in 
commission income. 

In addition to Mr. Simpkin and Presi- 
dent Charles J. Zimmerman, the follow- 
ing home office people attended the Banff 
conference: 

Dr. Henry B. Rollins, vice president 
and medical director; Thomas K. Dodd, 
vice president, underwriting; ‘Daton Gil- 
bert, second vice president and actuary; 
Horace R. Smith, CLU, and E. A. Starr, 
assistant agency vice presidents; Fred- 
erick O. Lyter, CLU, agency secretary; 
G. Philip Peterson, assistant agency sec- 
retary; William H. Whorf, E. G. Walls, 
Jr., CLU, Robert \B. Proctor, CLU, and 
James 'L. Russell, CLU, superintendents 
of agencies; John ‘L. Lobingier, Jr., and 
D. ‘Ross Osborn; CLU, assistant super- 
intendents of agencies; Paul A. Hoeffer, 
counsel, advanced sales division; Royden 
C. Berger, CLU, director of advertising, 
and William L. Camp, II, CLU, di- 
rector of sales promotion. 


Award Winners 


Among those receiving 
plaques were the following agents, with 
winners and runners-up listed in that 
order 

Volume (Leaders: Robert 
Los Angeles, $4,447,000; 
stein, Chicago, $2,986,000. 

Leaders in Cases: 
Omaha, 199%; Noel 
186%. 

Conservation Leaders: J. Robert Wil- 
helm, Philadelphia, and Donald Newton, 
CLU, Syracuse, both with 100% persist- 
ency on business written in the previous 
two years. 

Leading Supervisors: 
bert, Boston, and James Mills, Atlanta. 

Leading Ist Year Agents, Volume: 
Herbert Spaugh, Charlotte, $1,078,000; 
John Maddox, Atlanta, $885,000. 

Leading 1st Year Agents, Cases: Her- 
bert Cohen, ‘Peoria, 8814; Richard Car- 
vajal, San Antonio, 75%. 

Leading 2nd Year Agents, Volume: 
John Skalla, Omaha, $1,020,000; Howard 


trophies or 


Goldsmith, 
J. Milton Edel- 
George Deras, 
Willis, 


Houston, 


William Schu- 


Dehoney, New Orleans, $807,001 ). 
L eading 2nd Year Agents, Cases 
Howard Shaw, Jr., Denver, 143; John 


Skalla, Omaha, i057. 

Also honored was B. L. Hollis of 
lanta, unchallenged company leader of 
the “Four Club” who has submitted at 
least four applications a month for 276 
consecutive months, or 23 years. Charl- 
ton Stone, ‘Minneapolis, was cited for 
180 consecutive months’ membership in 
the Four Club, and Irven Barker, St. 
Louis, for 120 consecutive months. 

New Life Members of the comprny’s 
Leaders Round Table were also cited: 
Charles Moore. CLU, Memphis; Clav 
Rhodes, Louisville; Errett Zendt, CLU, 
Peoria, and Frederick Griffin, Jr., Phil- 
adelphia. These men joined 13 others 
who had previously become life mem- 
bers by qualifying in 10 out of 14 Lead- 
ers Round Table qualification periods. 


At- 





“People who want them should be will- 
ing to pay for them.” Competition trends 
in the field of minimum deposit, he 
guessed, might result in lower surrender 
charges across the board by a number 
of companies, and in the appearance of 
some “specials” starting at $25,000, $50,- 
000 or $100,000, giving higher cash values 
at these amounts than in policies pur- 
chased for smaller amounts. 

Mr Zimmerman concluded with a dis- 
cussion of competition from other forms 
of savings, particularly mutual funds, and 
of the trend toward lower premiums and 
increasing use of Term in preference to 
permanent insurance. 

“We must not tear down the principle 

(Continued on Page 10) 





RAYMOND W. SIMPSON 
Agency Vice President 
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-Hession Now Mortgage 
Head for Occidental 


SUCCEEDING A. MILTON BURKE 





New Vice President, Manager Mortgage 
Dept., a Lawyer, Formerly Spe- 
cial Agent of CIC 





Thomas S. Hession, for the past four 
years assistant vice president of Occi- 
dental Life of California, has been 
elected vice president and manager of 
the company’s Mortgage Loan Depart- 
ment, President Horace W. Brower an- 
nounced in Los Angeles. 

Mr. Hession, who joined Occidental in 
1947, succeeds A. Milton Burke, who re- 
tired from Occidental after 29 years of 
service. He attended Bradley Univer- 
sity and is a graduate of the University 
of Michigan Law School. He practiced 
law in Peoria, Ill., from 1935 to 1942. 
He served during World War II as a 
special agent in the Counter Intelligence 
Corps, and in the Judge Advocate Gen- 
eral’s Department of the Army, and is 
currently a member of the board of gov- 
ernors of National Counter Intelligence 
Association. He was assistant state at- 
torney in Peoria from 1940 to 1942, and 
came to Los Angeles in 1946, where he 
was employed by California Bank. 

Mr. Hession began his Occidental ca- 
reer as assistant counsel, and was 
elected assistant secretary and assistant 
manager of the mortgage loan depart- 
ment in 1952. 





Actuarial Changes At 
Bankers National Life 


Howard T. Cohn has been elected 
associate actuary of Bankers National 
Life of Montclair, N. J. Seymour Ru- 
binstein has been elected assistant ac- 
tuary—Group, and Robert H. Wall, as- 
sistant actuary—Life, it was announced 
by Tohn D. Brundage, president. 

Mr. Cohn will succeed the late Edgar 
J. Blume as administrative officer of the 
actuarial department and will be respon- 
sible for the day to day operations. 
Elmer H. Hardebeck, senior vice presi- 
dent, supervises the overall actuarial 
operations of the company. 

Mr. Cohn, a native of Richmond, grad- 


uated from College of William and 
Mary, and studied in the Graduate 
School of University of Michigan. After 
three years with Southland Life, he 
joined Bankers National Life in 1953. 
He is an associate of Society of Ac- 
tuaries. 


Mr. Rubinstein, a native of Brooklyn, 
was associated with United States Life 
in the Group department from 1950 to 
1956. He became Group actuarial assist- 
ant for Bankers National Life in 1956. 
He is a member of the Group Suner- 
‘visors Association of New York City 
and has completed four of his actuarial 
examinations. 

Mr. Wall, who was born in New York 
City, graduated from~Ohio University. 
Before joining Bankers National Life in 
1958, he was associated with London 
Guarantee and Accident and with United 
States Life. He is an associate of So- 
ciety of Actuaries. 





Equitable, Ia.’s New Record 


New paid Ordinary life insurance in 
Equitable Life of Iowa during July re- 
sulted in the largest July and the largest 
first seven months in the 93-year history 
of the company. 

Production for the month amounted to 
$14,714,333, an increase of 7.5% over the 
corresponding month in 1958. For the 
first seven months, the total was $109,- 
396.363, a gain of 12.5% over the corre- 
sponding period in 1958. 

Life insurance in force in the com- 
pany at the end-of July increased to a 
new high of $1,683,149,142. 

The San Francisco agency, V. W. 
Wiedemann, general agent, placed first 
among all company agencies. 


J. R. WARD SAILS FOR EUROPE 





North American Re. Vice President to 
Visit Zurich, London, Paris and 
Other Cities 
John R. Ward, vice president, North 
American Reassurance Co., New York 
City, sailed August 12 on the Queen Eliz- 
abeth for a two months European busi- 
ess trip. Several weeks will be spent at 


JOHN R. WARD 


Swiss Reinsurance Co., Zurich, Switzer- 
land, parent firm, conferring on com- 
pany matters. Insurance companies in 
London, Edinburgh, Paris and Copen- 
hagen will also be visited to review 
methods and practices of European com- 
panies. 

Mr. Ward, following extensive travel 
and research in the area, has just com- 














Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 
Why not call him now, while you.are thinking about it? 





BOSTON, MASSACHUSETTS 


pleted the opening and 
North American Re’s latest regional ex- 
ecutive offices—in the Western office, 
400 Montgomery Street, San Francisco, 
and Mid-West office, 230 North Mich- 
igan Avenue, Chicago. The Southern 
office of North American Re is located 
at 1509 Main Street, Dallas, Texas. 
Mrs. Ward, formerly Mrs. ‘May Mac- 
Kenzie, widow of the late Robert Mac- 


Kenzie, executive vice president, Ameri- 
is accompanying 
number 


can Service Bureau, 
him on his European trip. A 
of life insurance executives and wives 


bid the Wards “bon voyage” at a sailing 


party aboard the Queen Elizabeth. 





National L. & A. Committees 


Edwin W. Craig, chairman of Na- 
tional Life and Accident, Nashville, an- 
nounced that: William C. Weaver, Jr., 
vice president and manager of the real 
estate and mortgage loan department, 
and Edward C. Webb, vice president 
and manager of the bond department, 
had been elected to the company’s 
finance committee. 

C, R. Clements, Jr., vice president in 
charge of field management, and R. E. 
Fort, Jr. vice president in charge of 
field research, planning and develop- 
ment, have been named to the company’s 
executive committee. 


Checkbook Reminder Form 


General American Life has issued a 
Checkbook Reminder Form for use bv 
policyholders who pay for their Life and 
Accident and Sickness insurance on the 
Pre-Authorized Check Plan. The re- 
minder form will be made available to all 
new PAC policyholders and to policy- 
holders transferring to PAC from an- 
other premium payment method. 

The Checkbook Reminder Form con- 
tains a stub which the policyholder can 
attach to his checkbook. Space is pro- 
vided for the amount of PAC premium 
to be deducted from the person’s bank 
balance and for the date of each deduc- 
tion. 
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EXECUTIVE SECRETARY 


Career opportunity, college, top steno. 
graphic skills, legible handwriting, com. 
mand of English. Personable, also ex. 
perienced in handling clients over tele. 
phone. Salary open. Mature. Send 
resume to Box 2718, The Eastern Un. 
derwriter, 93 Nassau Street, New York 
38, N.Y. 
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North American Life 


Issues Two New Riders? 
North American Life of Chicago an.@ 


nounced two new types of coverage: the 


Family Life Insurance Agreement ani® : 
© sold in 


the Guaranteed Insurability Option. 
The Family Life Insurance 
ment is issued as a rider and can be at- 


| 





















indust1 
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' from < 


preme 
compa! 
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Agree- @ 


tached to any permanent type of insur.§ 


ance, 


Family Agreement rider may be at- 


The basic policy to which thef 


tached must have a face amount of af 


least $3,000 on the husband 


for each 


$1,000 unit of additional Family Agree-# 


ment coverage. The minimum amount 
of the family agreement which can be 
purchased is $1,000. The maximum 
amount which may be in force at any 
one time is $5,000. 

The insurance on the wife can be con- 
verted to a permanent policy on the 
agreement expiry date of her insurance, 


At age 21 or on the agreement expiry) 


date, if earlier, a child’s insurance mayf _ 4 
Life Co: 


be converted to a permanent policy pro- 
viding up to five times the amount for 
which the ehild was insured under this 
Agreement. Coverage on newborn chil- 
dren starts on the fifteenth day after 
birth for one-half of the amount. 


six months. 

North American’s new Guaranteed In- 
surability Option rider may be at 
tached to any Life or Endownment 
Plan. The minimum amount of the op- 
tion issued is $3,000 and the maximum 
$10,000. The face amount of the basic 
policy to which this rider may be at- 
tached must be equal to or greater than 
the amount of the option. 

The Guaranteed Insurability Option 


Full F 
coverage begins on each child at agp 


' Lingle 





guarantees the insured’s right to buy 
future insurance at regular rates with- 
out evidence of insurability. The in- 
sured may exercise this option once ot 
as many as six times depending on the 
insured’s age at purchase. 





Treasury Head a Speaker 

Secretary of the Treasury Robert 3 
Anderson will be a featured speaker at 
the 1959 annual convention of Nationa 
Association of Life Underwriters, Phila 
delphia, September 20-25. Mr. Anderson 


will appear on the traditional Americat p> 


College Hour, Wednesday, September 23 





North American Accident 








of 
Reports Increase of 70% 
North American Accident, Chicago, 
recorded a 70% increase in individual 
life insurance sales (excluding Group 
and Term) in the first half of 1959 over 
the same period of 1958, according 10 
A. V. Dowling, president. 2 
Life insurance in force on June 3 
including Group and Term, was 44 
600,000 Mr. Dowling said. 





SECURITY-CONN. MANAGER 


Albert J. Arbogast, Jr. has been a> 


pointed manager in Louisville, Ket: 
tucky for Security-Connecticut Life®! 
New Haven, Conn., by Agency Vit 
President David G. Hunting. : 

Prior to joining Security-Connectict! 
Mr. Arbogast was‘ with a midwestef! 
life company as branch office supe 
visor in Paducah. 
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Murchisons Control 
Life & Casualty Co. 


EFFECTIVE ABOUT SEPTEMBER 1 





Tennessee Supreme Court Approves Sale 
of Large Block of Stock; Forty 
Millions Involved 





The Life and Casualty Insurance Co. 


§ of Nashville will pass to the control of 


John D. Murchison and his brother 
Gint Murchison, Jr. sons of Clint 
Murchison, prominent Texas oilman and 
industrialist, the transaction to be effec- 
tive about September 1. This results 
from a decision of the Tennessee Su- 
preme Court that 700,000 shares of the 
company’s stock held by Paul Mount- 





\go an-@ castle, chairman of the board, under 
ge: the the terms of his aunt’s will, could be 
7 and § sold in the opinion of the court because 
on, ‘ 
Agree.) circumstances were such that the will 
| be at f was no longer binding. 
[ insur-—§ The original contract for sale was for 
oe the 1200000 shares involving $40 million 
: a ' executed with the senior Murchison, but 
r each the owning entity will be Murchison 
Agree-F Bros, a partnership, the elder Murchi- 
oan a son having assigned his interest to the 
can be 3 

mum) partnership. : ad 
at a The stock purchased in addition to 
“ “= the 700,000 sold by Mr. Mountcastle in- 
be cong cludes 300,000 shares held by Guilford 
on thep Dudley, Jr., president of the company, 
urance |, and 200,000 shares sold by P. M. Estes, 
expiry a director. F ; : 
“e may . John OD. Murchison_ is president of 
“y pro- fy Life Companies, Inc. of Richmond which 
Ro owns control of Atlantic Life, Lamar 
er thist Life and Midland National Life of 
- chi. |), Watertown, SD: 
‘ after 

Full 

at a ‘ A - 

“Lingle Vice President 

< rx Of Coastal States Life 
ve | Peyton Lingle, widely known veteran 
he op- Georgia insurance man, has been named 
ximump Vice president of Coastal States Life, 
» hasicf Atlanta, and agency director of the 
he a. Ordinary department. He succeeds 
¢ thang. Lhomas A. Dechman, who resigned to 
head a Louisiana life company. Hh aes 
Option Mr. Lingle has been in the life in- 
o buf Sutance business “all of his life,” as he 
with- ‘describes it, since his father was an 
he ir outstanding general agent in Illinois, In 
nce orf 1987, when he completed McKendree 


cer 

ert B. 
ker at 
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Phila- 
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o 
70/0 
cago, 
vidual 





cticut 
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d 
ts Washington, D. C., office. 


College at Lebanon, Mr. Lingle became 


| a life insurance agent, and stayed in the 


field until he entered the service. When 
the war was over, he returned to the 
life insurance field as agency supervisor 
in the Group department. For eight 


years he was vice president and agency 


director of Southern Life of Georgia. 
Mr, Lingle joined Coastal States Life in 
January, 1959. 





Preston Agency Supervisor 
Robert E. Clancy, general agent for 
Massachusetts Life at 200 E. 42nd Street, 
New York City, has appointed Samuel 
I Preston as staff supervisor to assist 
M recruiting and training of new per- 
sonnel], 

A native of New York City, Mr. Pres- 
ton was graduated from the Wharton 
School of Finance, University of Penn- 
sylvania, in 1953. He has been in the 
msurance business since 1951, and joined 
the Massachusetts Mutual in 1958, He 
8a member of National Association of 
ite Underwriters and he is active in 
the Army Reserve and the Hudson 
River Country Club, 





Made Brokerage Supervisor 
Valley Forge Life, of the American 
asualty Group, has appointed Alexan- 
et Miller life brokerage supervisor of 
He was 
omerly with National Life of Vermont 
and also Manufacturers Life. 


Ohio National Reaches 
One Billion in Force 


President M. Rey Dodson of Ohio 
National Life, of Cincinnati, announced 
the attainment of a billion dollars life 
insurance in force. 

“The current period is one of the 
most dramatic in the history of the com- 
pany,” said Mr. Dodson. “The billion 
dollar mark will be followed very 
shortly by the completion of mutualiza- 
tion of the company and, in 1960, the 
— Anniversary of Ohio National 

ife. 


Advanced by Mass. Mutual 


Massachusetts Mutual Life has ap- 
pointed Logan J. Massee as planning 
secretary and Edwin L. Luippold as di- 


rector of electronic data processing. 
Both men joined the company in 1931. 
Mr. Massee attended Denison Uni- 


versity and New York University and 
is the author of numerous papers and re- 
ports on modern business procedures. 
Mr. Luippold has attended a number 
of technical schools for electronic pro- 
cessing machines and served on the Mas- 
sachusetts Mutual’s Electronic Installa- 
tion Committee. 


First Deputy Iowa Dept. 

Iowa Insurance Commissioner William 
Timmons announced appointment of 
William Sheehan, veteran examiner in 
the Department as First Deputy. Mr. 
Sheehan succeeds Samuel E, Orebaugh, 
serving under his fourth Commissioner 
as Chief Deputy, who is resigning, ef- 
fective Sept. 1 to become: general man- 


ager of the new Investors Life Insurance 
Co. recently formed in Iowa. Mr. 
Sheehan has been serving as chief ex- 
aminer for the Department. 








POLICIES SOLD BY 


MUTUAL BENEFIT LIFE AGENTS 





for insurance. 


Second: Mutual Benefit Life provides its 
agents with fast hitting, pre-tested sales aids 
designed to save agents’ and prospects’ time. 

Third: Many Mutual Benefit Life agents 
find it easy to concentrate in the higher income 


professional fields. 





IN 1958 AVERAGED 








And that’s not the whole story! Only 5.7% of Mutual Benefit Life insurance is term. 


Why do Mutual Benefit Life agents write pol- 
icies so much higher than the industry average? 


First: Mutual Benefit Life’s personal planning 
for TRUE SECURITY appeals to the man 
who has more to protect and more to spend 


The [| 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 


















Fcr these reasons, and others, the men who 
understand and value life insurance most seek 
TRUE SECURITY from Mutual Benefit Life. 
This also means True Security for the agents of 
Mutual Benefit Life and their families. 


MUTUAL BENEFIT 


Insurance Company 
. for TRUE SECURITY 
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julian Schweizer 





We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 

JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 


(flesurance Company 








F. P. Jannott At Albany 
For Union Mutual Life 


Frederick P. Jannott has been ap- 
pointed general agent in Albany, N. Y., 
for Union Mutual Life, succeeding Alvin 
R. Metcalfe, CLU, who is retiring but 
will continue as associate general agent. 

Mr. Jannott to Union Mutual 
with previous sales experience in life 
insurance. He is a past president of 
the 'Menands Rotary, past director of 
the Albany Chamber of Commerce, past 
Commissioner in Boy Scouts, past chair- 
man, Water Safety Committee, Ameri- 
can Red Cross, has worked on the local 
Community Chest and is a member of 
the Wolferts Roost Country Club. 


comes 





State Mutual Sets New 
High Record Production 


July 1959 was the best month for sales 
of individual life insurance policies in 
the entire 115-year history of State Mu- 
tual Life of Worcester, Mass. Sales 
were 28% above July last year and 
topped the previous monthly record set 
last December by more than a half mil- 
lion dollars, 

New premiums for individual sickness 
& accident insurance contracts also 
scored a new high for the month of 
July, making it the 20th consecutive 
record-breaking month in this product 
line. They were 76% ahead of last July. 
Agency Vice President John B. Noth- 
helfer attributed the record-smashing 
production, in what is usually a slow 
summer month, to the steady increase in 
the number of career agents represent- 
ing the company and to the new sales 
philosophy of “Planned Living” intro- 
duced by State Mutual earlier this year. 
“Planned Living,” he explained, “is a 
sales presentation that encompasses all 
aspects of a family’s needs-for the fu- 
ture, clearly indicating those areas where 
insurance can be of service.” 

Mr. Nothhelfer said that the com- 
pany’s seven-month sales total was 11.5% 
ahead of the same period last year. As 
another reason for the company’s excel- 
lent record, he cited the steady increase 
in the average size of each policy sold 
which is now over $12,000. 


Program for LOMA Meeting 
In Chicago, Sept. 28-30 

The 36th annual conference of Life 
Office Management Association will be 
held at Edgewater Beach Hotel, Chicago, 
September 28-30. James B. McIntosh, 
chairman of the annual conference com- 


mittee of LOMA, has announced. Mr. 
McIntosh, vice president and assistant 
to the president of New England Life, 
said that members of the Association 
will receive copies of the complete con- 
ference program within the next few 
weeks. 

Principal speakers at the general ses- 
sion Monday morning, September 28, 
are Travis T. Wallace, president of 
Great American Reserve, and Dr. Jean 
Paul Mather, president of University of 
Massachusetts. Monday afternoon’s pro- 
gram is made up of three concurrent 
sessions run by the cost, debit and per- 
sonnel committees of LOMA. 

After the annual business meeting on 
Tuesday morning, September 29, Dr. G. 
Herbert True and Robert E. Dineen will 
address the general session. Dr. True 
is director of creativity research for 
Visual Research, Inc., and Mr. Dineen 
is vice president of Northwestern Mu- 
tual Life. The Tuesday afternoon 
schedule calls for concurrent sessions 
under the guidance of the organization 
committee and four of the association’s 
planning committees. Informal discus- 
sion groups are scheduled for Tuesday 
evening on automation, personnel ad- 
ministration, and the LOMA Institute’s 
operations. 


Other Speakers and Features 


Wednesday morning’s (September 30) 
program begins with a six-man panel 
discussion on the general topic “The 
Latest Word — Some Thoughts About 
Our Business.” Participants include 
Sherwin C. Badger, vice president, New 
England Life; Leslie O. Copeland, 
executive vice president, North Ameri- 
can Life, Chicago; Loflin E. Harwood, 
director of public relations, Southwest- 
ern Life; Paul Norton, vice president, 
New York Life; Henry F. Rood, senior 
vice president, Lincoln National Life; 
and David G. Scott, first vice president 
and actuary, Continental] Assurance. 

An address by Charles J. Zimmerman, 
president of Connecticut Mutual Life, 
will conclude the two and one-half day 
meeting. 

The association’s traditional invita- 
tional exhibit of office machines and 
equipment will once again be a feature 
of the conference. It will be located in 
the East and West Lounges of the 
Edgewater Beach. 

In addition to Mr. McIntosh, mem- 
bers of the LOMA’s annual conference 
committee include Henry Dawes, direc- 
tor of personnel, Connecticut General 
Life; Chris C. Hamlet, vice president 
and secretary, Home Security Life; 
Robert C. Perry, first vice president, 
State Farm Life; George Ryrie, vice 
president and assistant general manager, 
North American Life; Hess T. Sears, 
administrative vice president, Equitable 








ACTUARY WANTED 


Chicago 2, Ill. 





By Young Life Insurance Company 


Outstanding opportunity for ambitious man with actuarial educa- 
tion and at least 3 or 4 years experience with a life company. Full 
charge of Home Office operations with prospect for presidency as 
soon as qualified. Reply: Room 2018—55 E. Washington St., 








Name General Agents at Buffalo and Cleveland 


RALPH A. STOUGHTON 


Paul Revere Life and Massachusetts 
Protective Assn. ‘have appointed Ralph 
A. Stoughton general agent at Buffalo 
and Harry E,. Spoerndle general agent 
at Cleveland. 

Mr. Stoughton has served the Worces- 
ter, Mass., companies as a_ regional 
training supervisor in their 12-state 
eastern sales region during the past two 
years. A veteran of ten years in the 
insurance business, he had _ previously 
served in sales and management capaci- 





Director Chesapeake Life 

The Chesapeake Life of Baltimore an- 
nounces the election of Norbert L. 
Grunwald as a director. Mr. Grunwald 
is a vice president and director in Alkow 
and Co., Inc., member of the New York 
Stock Exchange and manages the Balti- 
more office of the investment firm. He 
is also a member of the New York Mer- 
cantile Exchange. 





Life of Iowa; Ward F. Stevens, secre- 
tary, Connecticut Mutual Life; and A. 
C. Vanselow, vice president and comp- 
troller, Franklin Life. 








MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Isiand, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 











SPOERNDLE 


HARRY E. 


ties for Mutual of New York in Port- 
land, Me. and Manchester, N. H. A 


graduate of University of Maine, he is: 


World War II veteran and a Mason 

Mr. Spoerndle joined the Worcester 
companies in 1956 as an associate oi 
their Akron agency. Following an out- 
standing record of personal production 
he was promoted to supervisor of the 
agency there in 1957. Earlier this yea 
he was named regional training super- 
visor in the 12-state eastern sales region 
Active in fraternal affairs, Mr. Spoerndle 
is a 32nd Degree Mason and a Shriner 


VA Companies Ask SEC 


For Exemptions From Act 

Washington—Variable Annuity Life 
and Equity Annuity Life last week 
asked Securities and Exchange Commis 
sion for exemptions from the Investment 
Company Act of 1940 which would allow 
them to continue operating under their 
present single-company structures. 

In order to provide guaranteed pro- 
tection of :all assets, the companies 
agreed to reinsure 100% of the mortality 
risks of their life insurance policies. 

The applications are being filed in ac 
cordance with the recent Supreme Coutt 
decision which held that variable at 
nuities and the companies writing them 
are subject to the registration require 
ments of the 1940 Act and of the Se 
curities Act of 1933. 

Since that decision, the companits 
have filed registration statements under 
the 1933 Act, and have been negotiating 
with SEC staff officials in an effort to 
develop a plan of operation in conform 
ity with the 1940 Act which would meet 
the approval of the Commission. 

Once the applications have been filed. 
the Commission is expected to schedule 
public hearings on them. It then wil 
decide whether or not to accept the 
proposed plans of operation and to grail! 
the requested exemptions from the 1# 
Act. 


Named by Franklin Life 

Franklin Life of Springfield, III, has 
appointed Quenten, H. Ham _ genefé 
agent at Hutchinson, Kans., and Edwin 
L. Lammi, general agent at Hibbing 
Minn. 
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Security Mutual Names 
Pomfrey at Syracuse 


MAURICE W. POMFREY 


Security Mutual Life of Binghamton, 
N. Y., announces that Maurice W. Pom- 
frey has been appointed its new general 
agent in Syracuse, N. Y. 

Mr. Pomfrey is a native of Syracuse, 
where he attended St. Anthony’s School. 
During World War II he served with 
the U. S. Army, completing the Signal 
Corps program at Syracuse University 
and seeing duty in the European Thea- 
tre. After the war, he studied at Syra- 
cuse University, specializing in insur- 
ance. 

From 1948 to 1954 he was associated 
with Nationwide Insurance Co., first as 
superintendent of claims in Hartford, 
then in Group sales in (Columbus, Ohio, 
and as district manager in Cleveland. 
For the past five years he has been con- 
nected with State Farm Insurance as 
agency supervisor in Harrisburg, Pa.,, 
and in Syracuse. 

Mr. Pomfrey has earned the certificate 
in agency management of Life Insur- 
ance Agency Management Association 
and has attended several company spon- 
sored schools in life insurance, general 
liability and claims. He has been active 
in the Life Underwriters Association of 
Syracuse and is a member of the Syra- 
cue P. T. A. While in Cleveland, he 
helped to organize and held office in the 
Toastmasters’ Club. 





Companion Life Celebrates 


Its Tenth Anniversary 


Companion Life of New York recently 
tlebrated its tenth anniversary by 
gving a dinner dance for all employes 
atthe Tavern on the Green in New 
York, As part of the celebration, the 
wency force submitted new business ap- 
fications of more than $168,000 to com- 
memorate the day. 

Companion was licensed to do business 
on July 1, 1949. At the end of ten years, 
assets stand at over $6,800,000 and insur- 
ae in force at $196,000,000. 

Sixty employes and guests attended 
lé anniversary celebration, including 
sveral agents. T. H. Perry and Mrs. 
Petry of White Plains, John Risko of 
Poughkeepsie, John McGrath, a director 
ot the company, and George and Mrs. 
Wright of the C. H. Juergens Agency, 
aso were present. 





Walter Martineau, Companion’s exec- 
tive vice president since its founding, 
sve a short talk outlining the com- 
paty’s early days. George C. Boddiger, 
Nite president and general manager, was 
haster of ceremonies. 

.J. Skutt, president of the company 
aid of Mutual of Omaha, was unable to 
ttiend but sent a telegram of good 
Wshes as did other general agents and 
ttiends, 


Opens Providence Branch 

Leon L. Dary, Jr., formerly assistant 
manager of the Taunton, Mass., office 
of Metropolitan Life, has been named 
district manager of a new branch office 
in Providence, R. I., of the Boston 
Agency of Union Central Life. 

Mr. Dary’s territory will cover south- 
ern Massachusetts and Rhode Island. 
Offices are located at 155 Angel Street, 
Providence. A native of Taunton, Mr. 
Dary attended Taunton Schools, the 
Bentley School of Accounting and 
Finance, and Temple University. 


Soliciting Pa. Trainmen 


Insurance Commissioner Francis R. 
Smith of Pennsylvania has notified the 
Brotherhood of Railroad Trainmen In- 
surance Department’s lodge treasurers 
and field supervisors that they must 
cease soliciting and accepting applica- 
tions for membership in 
under penalty of law. 

This action comes by reason of an 
opinion of the Department of Justice 
dated May 7, 1959, placing the Brother- 
hood of Railroad Trainmen Insurance 
Department under the jurisdiction of the 


the Society 





Walter G. Bowerman, FSA 
Consulting Actuary 
745 Schaefer Avenue, Oradell, N. J. 
Pensions, Insurance Companies, 
Law Cases 
Affiliated with 
Harry S. Tressel & Associates. 








Insurance Department of Pennsylvania 


as 


W 


a fraternal benefit society. 


r. 


Kennedy, president of the Brotherhood 
was notified that his society was oper- 
ating in Pennsylvania without benefit of 
license. 
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“}ANOW's MONY + MONEY + MONY + MONEY * MONY * MONEY. 





LY CARD 
BUSINESS Merecmn: 


This program consists of 4 separate letters 
(as above). They’ve been tested for selling 
power. And they’re personalized — yours 
from letterhead to signature to reply cards. 
MONY prints and mails a set for you every 


Mowa 6- New York 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
Sales and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans. 
MONY TODAY MEANS MONEY TOMORROW! 


¥ + MONEY * MONY * MONEY * MONY * MONEY ©”: 
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TOW 1% SURANCE ROOT 





INSURANCE AGENCY 
1423 MAIN STREET 
HOMETOWN, U.S.A. 


een cet 


: cevsensrearenete tee 
Sreanennnnennnnenennn 









4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details...and you get all the replies! 





OTE ree i ee eee ee ee es eee cee ee a 


| FREE BOOKLET / 
| DESCRIBES MAIL CAMPAIGN,.-/ 
| SHOWS ACTUAL LETTERS 

| MONY, B’way at 55th St., New York 19, N.Y. 


Please send me MONY’s free 
MONY-MAILINGS booklet for brokers. 


Name 


three months for one year. You receive ail 
answers, all leads. Full-year campaign of 
these brokerage business-getters costs you 
pennies per letter. Free booklet gives 
details. Send for your copy now! p= 













Address 





City 


Zone State. 





County. 





esonene al 


Brokerage name 





* AJNOW * ANOW = AJNOW + ANOW « AJNOW + ANOW + ASNOW > ANOW + ASNOW < ANOW 
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Albany General Agent 





McAULEY 


THOMAS B. 


Vermont has ap- 
pointed Thomas B. McAuley general 
agent of its Albany, N. Y., agency. A 
native of Albany, he was formerly super- 
visor in New England Life’s Albany 
agency. 

Mr. McAuley entered life insurance 
as an agent for Equitable Society after 
graduation from Siena College, Loudon- 


ville, N. Y., in 1954. 


National Life of 





New York Life Issues 
New Policy for Women 


The New York Life is issuing a new 
policy, Estate Protector for Women, 
available to standard and special class 
female lives at a minimum face amount 
of $25,000. It is a life paid-up at age 95 
plan with provision generally the same 
as those of the Whole Life policy, which 
will no longer be issued on the lives of 
women for amounts of $25,000 or more. 


M. R. Smith, Sr. Has Retired 

M. R. Smith, Sr., assistant superin- 
tendent of agencies, Kansas Vity Life 
since January 18, 1954, retired July 31 
under the company’s employe pension 
trust plan. 

Mr. Smith previously had been a re- 
gional agency supervisor for Kansas City 
Life since 1939, with the exception of 
the four years between 1942 and 1946 
when he served in the army. A veteran 
of both World War I and World War 
II, he held the rank of colonel. During 
most of his years as assistant superin- 
tendent, he was in charge of the Kan- 
sas City, Kansas, agency which later was 
merged with the Kansas City, Mo., 
agency. Before coming to the company, 
he had 20 years’ experience in invest- 
ments, agency management, and in legal 
reserve and fraternal life insurance com- 
panies. 

Upon his retirement from the Air 
Force Reserve July 22, 1954. Mr. Smith 
was awarded a second oak leaf cluster 
to a commendation medal. He is na- 
tionally known as an amateur golfer. 





Smerling Agency Moves 

Connecticut General Life agency at 
295 Madison Avenue, New York, has 
moved to 60 East 42nd Street, Manager 
William C. Smerling announced. The 
agency provides exclusive services to in- 
dependent genera] insurance men and 
their clients in all phases of personal 
and business insurance planning. One 
of four Connecticut General offices in 
New York City, the Madison Avenue 
agency has been under the direction of 
Manager Smerling since its opening in 


1944 


Dexter Bush Agency Head 
For Acme United, Atlanta 


Dexter L. Bush, well-known southern 
life insurance man, has been made 
agency vice president and director of 
agencies of Acme United Life of At- 
lanta, it is announced by Harold F. Mc- 
Cart, president and founder of the 
agency. 

Other appointments are Edward B. 
Rumer as agency secretary; Roy Handel 
as supervisor of field training; James 
C. Young to agency supervisor of North- 
ern Alabama; and M. C. Wetherington 
agency supervisor for Southern Georgia. 

Mr. Bush was formerly home office 
supervisor of agencies for a large South- 
ern company, was president of the Asso- 
ciation of Life Underwriters of Colum- 
bus, Ga., and is a graduate of the Life 
Insurance School of Marketing of 
Southern Methodist University, Dallas. 





Travelers Grants to 


Connecticut Colleges 

Six Connecticut colleges and universi- 
ties became beneficiaries of gifts totaling 
$21,000 following action by boards of 
directors of The Travelers Insurance 
‘Companies. 

President J. Doyle DeWitt announced 
that for the fourth consecutive year The 
Travelers Companies voted the grants to 
private institutions of higher learning 
located within the state whose graduates 
have become associated with the com- 
panies. 

Grants this year were as_ follows: 
Trinity College, $7,500; Yale University, 
$6,500; Wesleyan University, $3,500; St. 


Joseph’s College, $1,500; Connecticut 
College, $1,000, and Fairfield University, 
$1,000. 


The Travelers president said that it 
was hoped in this way “to help reim- 
burse those institutions for the cost of 
educating those of their graduates who 
eventually put that education to use in 
serving The Travelers Companies.” 

The grants are based on a formula 
that takes into consideration present em- 
ployment experience which may vary 
from year to year. 





American United Gains 

American United Life  President’s 
Month campaign set a direct written 
business record 42% above July of 1958, 
which was the best previous month in 
the company’s history. Another record 
was set in paid direct sales volume. 

Frank E. Sullivan, CLU, American 
United’s South Bend agency manager 
led all company salesmen with $516,221 
direct insurance written. 

President (Clarence A. Jackson reported 
that paid-for sales, including Group 
and reinsurance, showed a 26% increase 
over the same month in 1958. Accident 
and sickness premiums were up 58%. 

Total paid volume for six months was 
$174,240,000, up 24%. 
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NEW ENGLAND AGENCY OPPORTUNITY 


. . . for qualified man with supervisory experience to head established 
Life Agency of large, progressive eastern company. Includes all 
lines of Life, Accident and Health, Group coverage. Excellent finan- 
cing plan and training program for agents. If you have field super- 
visory experience and believe you are ready for your own agency, 
write giving complete resume of your background. Your reply will 
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Pilot Life Appoints Four 
To Its Agency Department 


The following men have been added 
to Pilot Life’s agency department at 
the home office in Greensboro, 'N. C.; 

Jack Aragon has beem named agency 
assistant. A former professional ‘base- 
ball player and manager, he joined Pilot 
Life after three successful years with 
Metropolitan. Frank Delancey, Jr., 
agency assistant, moved into the com- 
pany’s home office after having been su- 
pervisor for the Ordinary division in 
Asheville. Dan Lomax, agency assistant, 
comes to Pilot from Aetna where he 
was assistant general agent in Raleigh 
for five years. Charles A. Rice, agency 
assistant, joins Pilot’s agency depart- 
ment after having been with Mutual of 
New York at Tampa for three years. 





May Revamp LIAA 


(Continued from Page 1) 


to see if they could be modified to deal 
more effectively with such situations.” 
Chairman of the new committee is 
Edmund Fitzgerald, chairman of the 
Board of Northwestern Mutual Life. 
Committee members are Millard Bartels, 
chairman of the insurance executive 
committee, Travelers‘Insurance Co.; Hor- 
ace ‘W. Brower, president of Occidental 
Life of California; ‘Deane C. Davis, presi- 
ident, National Life of Vermont; ‘Fred- 
eric W. Ecker, president, Metropolitan 
Life; Howard Holderness, president, 
Jefferson Standard Life; Walter O. 
Menge, president, Lincoln National Life; 
H. Ladd Plumley, president, State Mu- 
tual Life; Carrol M. Shanks, president, 
The Prudential; Travis T. Wallace, 
president, Great American Reserve. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 





3 Midland Mutual Agencies 
Cited for Manpower Record 


Again in 1959;:the Midland Mutua 
Life of Columbus, O:, is conducting , 
year-long manpower development cam- 
paign among general agencies. Scoring 
is based on net manpower growth in 
terms of new field representatives placed 
under contract and the production re. 
sults of these appointees. Agencies are 
divided into three competing groups ac- 
cording to the number of management 
or supervisory personnel on their staffs 

Leading the way at the end of the 
first six months were the Sam Elgort 
Agency, Beverly Hills, Calif.; Marvin 
Gandelman Agency, Trenton, N. J.; and 
the Robert E. Ham Agency, Summit, 
ee 





Named by Great-West Life 


The Great-West Life has announced 
the appointment of a district manager 
and a supervisor. 

W. R. Noble has been named district 
manager of a new district office at Cdl- 
orado Springs, while R. J. Nenoff ha 
been named a supervisor of the Seattle 
branch. 

A resident of Colorado Springs for the 
past 17 years, Mr. Noble joined the com: 
pany as a representative under the De- 
ver branch in 1957. In his new position 
he will continue to be associated with 
Branch Manager R. H. Perkins of Der- 
ver. 

Mr. Nenoff, an experienced under 
writer, will be associated with Brant 
Manager L. E. Brannen in directing the 
company sales operations in the Seattle 
area. 





Report on Buyers’ Goals 


A policyholder’s satisfaction with the 
amount of life insurance he owns atl 
his intention to buy more in the futur 
depend not only on his income and pres 
ent insurance coverage, but also on whil 
he thinks people like himself ought t 
own. This evidence is given in the tt 
search report “Life Insurance Goal 
published by the Life Insurance Agent 
Management Association. 

The Association suggests that ott 
method of raising the goals of insurantt 
owners might be to let people knoW 
about the actual level of ownershi) 
among various segments of the publi 
The LIAMA survey indicates that mat! 
people misunderstand the amount of ll 
insurance held by others. 

A second method for raising goals # 
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to help the household heads to under 
stand the variety of needs that must 
covered if they are to provide adequalt 
protection for their dependents. Ti 
survey showed that “programing” 1s 
sociated with the setting of high go# 
for the upper income group and thi! 
there is some relation between “pt 
graming” and goals for the middle ™ 
come group. 
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Jos. C. Barnsley, Noted 
Actuary, Dies at 71 


LONG WITH GUARDIAN LIFE 





Supervisory Actuary of New York State 
Insurance Department at Time 


of Death 





Joseph C. Barnsley, 71, long known in 
the actuarial field and who had been 
with the New York State and Canadian 
Insurance Departments, as well as the 


‘Guardian Life, died on August 10 of a 


heart attack. At the time of his death 
he was supervisory actuary of the New 
York Department. 

A native of England, Mr. Barnsley 
was a graduate of Oxford. He came to 
Canada in 1910, where he became asso- 
cated with the Canadian Insurance De- 
partment. In 1924 he moved to the 
United States. Four years later he 
joined the Guardian _as assistant ac- 
tuary. He was appointed actuary on 
May 1, 1930, and became vice president 
and actuary on January 1, 1940. Upon 
his retirement from the company he 
joined the New York Insurance Depart- 
ment. Mr. Barnsley was a Fellow of 
the Society of Actuaries and an Asso- 
ciate of the British Institute of Ac- 
tuaries. 

Surviving are his widow, Mary, and a 
son, Joseph C., Jr.; also two brothers, 
one of whom, Reginald Barnsley, is di- 
rector of research for the Great-West 
Life, and two sisters, all of whom reside 
in Canada. 





Company Executives Named 


On Governor’s Committee 

Governor Rockefeller of New York 
this week named thirteen men to form 
the nucleus of the Limited Profit Hous- 
ing Mortgage Corporation to help fi- 
nance middle-income housing throughout 
the state, six of whom are executives of 
life insurance companies. Chairman of 
the committee is Otto L. Nelson, vice 
president, New York Life. Other insur- 
ance members are: 

Norman Carpenter, vice president Met- 
ropolitan Life; Ogden Johnson, vice 
president Equitable Society; Robert R. 
Lassiter, director Manhattan Life; Eu- 
gene S. Ovenshine, vice president New 
York Life; and George S. Van Schaick, 
chairman Security Mutual Life. 





Agencies Superintendent 


For United American Life 


James B. Parten has been named di- 
rector of training and superintendent of 
agencies for United American Life, it 
has been announced by Pierre Howard, 
president of the Atlanta firm. 

Mr, Parten, who has a background of 
nine years in life insurance sales work, 
will handle the company’s training pro- 
gram and will also assist in recruiting 
oi new agency personnel. A native of 
Alabama, Mr. Parten received his edu- 
cation at Georgia Institute of Tech- 
nology, and at the Woodrow Wilson 
College of Law in Atlanta, from which 
he received the degrees of bachelor and 
master of laws. He holds the Distin- 
guished Flying Cross, the Air Medal, 
and the Purple Heart. 

Louis T. Bates is vice president and 
director of agencies at United American, 
and James C. Carter, Jr., coordinator of 
agencies. Senator Herman E. Talmadge 
Schairman of the board. 





Heads State National Life 


Louis A, Robertson, a member of the 

lw firm of Alexander & Robertson, of 
t. Louis, has been elected president of 
the State National Life of St. Louis to 
fll the vacancy caused by the recent 
death of the company’s founder, ‘Cor- 
telius J. Shea. Mr. Robertson, a grad- 
late of St. Louis University, has been 
‘director of the company since 1945 and 
tas been serving as vice president and 
stneral counsel. 


Frank A. Savage Dead 


Frank A. Savage, retired vice presi- 
dent and manager of mortgage loans of 
Provident Mutual Life, died suddenly 
on August 2. He was 67. 

Mr. Savage made many outstanding 
contributions to Provident Mutual in his 
43 years of service to his company. He 


was elected chief officer of the mortgage 
loan department in 1942. Mr. Savage, 
who lived in the Germantown section of 
Philadelphia, is survived by Mrs. Savage 
and a son, Frank A., Jr. 


Connollys at Louisville 


Edward J. ap- 
pointed to represent All American L. & 


Connolly: has been 
C. of Park Ridge, Ill., as agency builder 
His 
brother, John S. Connolly, will be asso- 
ciated with him as agency manager. The 


for Central and Western Kentucky. 


Connollys have opened an office in 
Louisville to service present policy- 
owners in the area and develop the 


territory for the company. 


Provident Advances Hays 


Provident Mutual Life, announced that 
Charles H. Hays, CLU, has been elected 
an officer of the company with the title 
of assistant insuraice supervisor. 

Mr. Hays has been associated with the 


company since 1931 and has been a 
senior underwriter since 1948. He holds 
the designation CLU Associate. Mr. 


Hays attended Chillon College in Ville- 
neuve, Switzerland and University of 
Pennsylvania. 








STATE MUTUAL LIFE 
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Parent 


at insured’s age 65. 


paid up. 


of insured parent. 


Children 


This policy is the answer to heretofore neglected fam- 
ilies in the family market where only one parent and 
his or her dependent children are to be insured. It 
covers a wide variety of family situations — where one 
parent cannot be insured, chooses not to be, is deceased 
or where a divorce situation exists. 
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STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me full information about your new 
Parent and Children Policy. 


YOU CAN NOW, WITH THE State Mutua 


& 


Tobi. 


Some Sales Highlights of this Policy 


@ For parents, issue ages 18-50, and dependent children, ages 15 
days to 18th birthday, protection is available in 1, 114, 2, 2% 
and 3 units. Each unit provides $5,000 Whole Life insurance on 
parent; $1,000* Term on each insured child, which terminates 
on policy anniversary nearest age 25 or policy anniversary nearest 


insured parent’s 65th birthday, if sooner. 
*$250 from age 15 days to 6 months 


@ Premium independent of the number of insured children. Reduces 
@ At death of parent, existing Term coverage on children becomes 


@ Conversion privilege for insured children up to 5 times amount 
of expiring Term insurance, without evidence of insurability. 


@ Accidental Death Benefit and Waiver of Premium Disability 
Benefit, as provided in the policy, automatically included on life 


@ Family Income, Supplemental Level Term and Guaranteed Insur- 
ability Riders available on life of insured parent. 
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| CONNECTICUT MUTUAL LIFE LEADERS AT BANFF 


————_ 





Advanced Underwriting Panel On 


Some Patterns of Success 


Moderated by Assistant Agency Vice 
President E. A. Starr, a panel of general 
agents. discussed “Some Patterns of Suc- 
cess” in the advanced sales field. 

Mr. Starr opened the discussion by 
pointing out that business life insurance 
and employe plans alone are accounting 
for 29% of Connecticut Mutual’s new 
business to date this year. 

“Our objective is not to encourage 
some of you to give up your present 
sales and prospecting procedures,” he 
said, “but rather to encourage you to 
supplement present methods with addi- 
tional activity in advanced sales where 
we believe lies your greatest opportunity 
for growth.” 

Panel members were ‘Edward 'B. Bates, 
CLU, Los ‘Angeles; Winslow S. Cobb, 
Jr., Boston; Philip F. a Char- 
jotte; Norris Maffett, CLU, Philadelphia, 
and P. L. Bealy Smith, OLU, Atlanta, 
all of whose agencies include a relatively 
high percentage of men operating suc- 
cessfully in the ‘fields of business insur- 
ance, employe plans, estate planning, tax 
sales, etc. 

The session was divided into four main 
sections: How, Who, What and Why. 
Highlights of the discussion follow. 


How Does an Agent Get Started in 
Advanced Sales? 


There was general agreement that 
most tax and business insurance sales 
are, or should be, basically quite simple; 
more often than not, the agent rather 
than the prospect is guilty when cases 
become overcomplicated. 

This is not to say that education of 
training specifically slanted toward ad- 
vanced sales is unnecessary. However, 
when he clearly understands that almost 
all advanced sales are based on relatively 
uncomplicated ideas, the individual agent 
finds it much easier to make his first 
plunge into business insurance and estate 
planning. Certainly there’s nothing -com- 
plicated about what happens to a part- 
nership when one partner dies without 
adequate insurance coverage, or about 
what can happen to an estate consisting 
of non-liquid assets without life insur- 
ance. 

An agent gets into advanced sales in 
any of several ways. It is easiest when 
he has had some prior experience with 
business and tax problems. Knowing 
how a business functions and the prob- 
lems inherent in a business are far more 
important than any technical knowledge 
of insurance coverages, policy forms or 
tax matters. 

Or an agent may drift into advanced 
sales as a logical upward step from sim- 
ple programming. Or he may deliber- 
ately seek prospects for one pet idea, 
such as key man coverage. In either 
case, if he is at all alert, as he comes 
into contact with more wealthy people 
and more successful businessmen, he will 
discover many additional opportunities 
for advanced sales. 

The biggest problem in getting agents 
started in advanced sales is their fear, 
or lack of confidence, that they can’t 
handle business and tax cases. The ob- 
vious answer is education. Company 
courses give the fundamentals, as do 
LUTC and, of course, CLU. Various 
commercial services are excellent sup- 
pements. 

Once the initial plunge is taken—and 
it can be taken long before a man be- 
comes an expert—additional knowledge 
comes with experience in handling dif- 
ferent types of cases as they arise. At 
first, an agent should welcome joint 
work with an experienced agent on a split- 
commission basis. There’s a lot of sense 
in the old rule that half of-something is 
better than all of nothing. 


Who Are Agents Going to Sell? 


Many agents make the mistake of 


worrying about solutions when they 
should be looking for situations. They 
don’t call on enough prospects for, say, 
business insurance to give the law of 
averages a chance to work. If a man 
has to call on 15 or 20 prospects to make 
one retirement income sale, he can’t ex- 
pect to find a business or tax case out 
of his first three or four calls. Once 
an agent can dig up people with business 
or estate problems, he can always find 
exverts to help him solve them. 
Prospects for business insurance and 
tax sales are no different than prospects 
for personal insurance. They are every- 
where, including client files. They can be 
located in the time-honored ways— 


through referrals of policyholders, at- 
torneys and accountants, through Dun 
and Bradstreet and other directories, 


through direct mail and through cold 
canvass. Before an agent starts sez irch- 
ing for unusual or unique prospecting 
methods, he should be sure he has tapped 
the full potential of his natural market. 

A few hours a week spent cultivating 
attorneys and accountants will most cer- 
tainly pay off in the long run. Although 
they may not be prospects themselves, 
their clients are and agents would do 
well to circularize them regularly in ad- 
dition to personal contact. 

Although referrals are priceless as en- 
trees to business insurance sales, an 
agent shouldn’t overlook cold canvass. 
It can be done during the daytime. By 
taking the name from the door of a 
place of business, he can prepare for his 
call with as much advance information 
as he feels necessary. And his canvass- 
ing can be done in a concentrated area. 
He can spend a whole day in a couple 
of city blocks, just walking through 
doors and asking for the man who runs 
the place. An awful lot of business in- 
surance has been sold this way. 


What Kind of Sales Should Agents 
Look For? 


Pensions, profit-sharing plans, busi- 
ness insurance, split dollar, deferred com- 
pensation, gifts, estate planning — the 
type of sale depends on the prospect. 
But most of the advanced sales of newer 
agents come in two simple areas: fund- 
ing various types of buy-and-sell agree- 
ments, and insurance to pay estate costs. 

At his death practically every busi- 
nessman’s business interest is either kept 
by his heirs, or sold to an associate, or 
liquidated. In each case life insurance is 
required. Thus almost every business- 
man is a prospect for insurance for one 
of these basic needs. 

Deferred compensation, short-term 
trusts, etc., are great door-openers. They 
will open up a discussion that an agent 
might not be able to initiate with the 
less glamorous approaches of stock re- 
tirement or partnership agreements. 
Whether or not anything specific de- 
velops along lines suggested in the ap- 
proach, being able to gain the prospect’s 
confidence is a long step toward a sale 
of some kind. Thus an agent, especially 
a newer agent, makes a mistake if he 
tries to become a specialist in one of the 
more gimmicky areas of advanced sales. 
Flexibility pays off 

One exception to the rule may be in 
the field of employe plans. This has a 
basic appeal to the businessman inter- 
ested in good employe relations, and can 
lead to substantial sales of personal in- 
surance on the lives of the employer and 
top-level associates. Many pension- 
planning specialists are unusually suc- 
cessful in this operation. 


Why Enter Advanced Sales? 


With few exceptions, to men who are 
unusually talented in one personal in- 
surance sales idea and who can write a 
large number of cases each year, activity 
in business and tax sales is the difference 


Under the title “This I Believe,” and 
directed by Assistant Agency Vice Pres- 
ident Horace R. Smith, GLU, five of the 
Connecticut Mutual’s successful younger 
agents gave their thoughts on the life 


insurance business and on their own 
success in it. Excerpts from their talks 
follow. 


Patrick B. Carr, Portland, Ore. 


One of the first problems I had to 
overcome when I entered this business 
was to realize that I had a right to dis- 
cuss my business as freely as anyone 
else did theirs, whether they were doc- 
tors, lawyers, advertising men or any 
other type of businessman. I had to stop 
worrying that people would think me a 
pest. I believe life insurance is the finest 
business in the world, and I’m proud 
to be a part of it. 

I believe life insurance is a family 
situation, so I try to discuss proposals 
with husband and wife together, in their 
home. When I approach my prospect, 
usually by telephone, IT keep in mind that 
I’m selling an interview, a family inter- 
view on a family problem, and that I’m 
not selling life insurance. A properly 
set up interview is a long step toward 
a sale and in any event makes the close 
that much easier. 


Kenneth W. Christianson, CLU, 


Los Angeles 


If my production is to grow in spite of 
the increasing demands for service for 
a growing clientele. I believe I must have 
more people working for me. Develop- 
ing centers of influence is imperative for 
the long pull. I spend a lot of time cul- 
tivating attorneys, accountants and other 
influential people. for their referrals and 
leads result in the best business and 
often in easier sales. 

Without referrals. often a blunt, fast 
approach works best. Ask a man if he 
has increased his life insurance estate 
lately. The results can be amazing. 

If I work intelligently, upgrade my 
prospecting, call on more wealthy people, 
see more successful businessmen, if 1] 
do these things, even if J can’t always 
solve the problems of all of mv pros- 
pects, at least I can solve all the financial 
problems of one small businessman— 
myself. 


C. Frank Eastman, Wilkes-Barre 


At a company sales meeting, I was 
struck by the fact that there was nothing 





between mediocrity and resounding suc- 
cess in the life insurance business. The 
agent who isn’t prepared to work in ad- 
vanced sales loses his best clients after 


he has sold them a policy or two. He 
never cashes in on the big payoff. 
Our tax structure is here to stay. 


Whether good or bad, it has educated 
people not to pay personally for any- 
thing they can have their businesses pay 
for. People with large incomes can be 
most quickly interested by reference to 
taxes—particularly to tax savings. 

Certainly with expansion of Social 
Security and Group coverages, our mar- 
kets for personal insurance are not going 
to grow in proportion to the increase in 
national income. For the agent who 
wants to make more than just a modest 
living, it is important to develop a pat- 
tern of operation where personal insur- 
ance sales are a by-product of their busi- 
ness and tax sales, and not the reverse. 

Business insurance and tax sales are 
not hard to make—often they are easier 
to make than personal sales once the 
need has been fully developed. Economic 
conditions are favorable and the mar- 
ket is expanding (count the number of 
small businesses within a 25-mile radius 
of your office!). Advanced sales activity 
result in higher volume, higher pre- 
miums, and_ higher profit-dollar per 
working hour for the agent. 


Successful Young Agents Tell Methods 


mysterious or magical about any of oy; 
top producers. But I did find out tha 
they all had a bubbling a for 


life insurance and the work they wer — 


doing for their clients. And they were 
talking bigger figures than I was ag. 
customed even to thinking about. 

So when I returned to the office, I se 
my sights high, and deliberately pros. 
pected for the men who could afford 
the size coverage I had in mind. But } 
was reluctant to approach them. Instea( 
I started working on young interns who, 
I figured, 
afford a lot of life insurance. 


The volume was gratifying, but I wa > 


disappointed in my average premium 


So I went after established doctors, [ff 


wasn’t easy, and my success was gradual 
3ut in every case, I tried to do an ex. 
ceptionally fine job. And they appreci- 
ated it. In selling to doctors, 
lot of competition. But in the area oj 


outstanding service, I didn’t have nearlyf 
And as my repu-f 
have tof 
worry as much about any kind of com. 
and this is as true in busines) 
and estate cases as much as it is with) 


as much competition. 
tation grows, I ‘find JI don’t 
petition, 


doctors. 


J. Craig Brown, Los Angeles 


A few years ago I was critically ilp 


and I could think only of my family, my 
wile and child. And then [I thought ol 
my life insurance. I remember well that 
I thanked God, for every dollar oof fife 
insurance I had, and wished that I had 
a hundred times as much. 

finally recovered, and some months 
later I investigated the possibility of 
selling life insurance as a new career 
But could TI sell an intangible? Then | 
remembered my thoughts in the hospital 
about my own life insurance, how won- 


would eventually be able tof 


I had af 
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derful it was to have. I remembered hov— 


I knew I had something. It was there 
It was actually tangible, the most im- 
portant asset I owned 

Yes, 


(Continued on Page 11) 





President Zimmerman 


(Continued from iPage 3) 


of equity investments,” he cautioned 


“Instead we must take a positive ap- 
proach in selling the value of fixed do: 
lars, in promoting the place of the fixel 
dollar and permanent life insurance 4 
essentials in our prospects’ financial pit: 
ture. We must keep in mind that almos 
ali property other than life insurance 
can go up or down in value and thé 
there is a vital need for fixed dollars ti 
stabilize these fluctuations for any int: 
vidual. 

“The theory of equity purchases, dol 
lar averaging, is a theory only,” he cot: 
tinued, “Dollar averaging is not a reality 
People won’t keep on buying equities 
a sliding market, not the way they wi 
keep putting money into permanent lite 
insurance regardless of economic cond! 
tions. 

“We must reaffirm our faith in ou 
product. Life insurance, permanent lite 
insurance, is the best way—often tl# 
only way—for most men to provide fo 
themselves and their dependents, to me} 
sure up to the faith of loved ones wh 
placed their lives in the hands of th 
breadwinner, to carry out fundamen 
personal responsibilities. Freedom fro} 
responsibility entails loss of all freedo 
As life insurance men we promote ft 
ognition of and, willingness to assu™ 
personal responsibility. This is our gt@ 
contribution as free men to other ft 
men and to the free society upon whi 
all our futures depend.” 
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Employers Life Names 
Five State Managers 


LAUNCHES EXPANSION PROGRAM 





Sidlo, Culver, Nestler, Bade and Daly 
Appointed by Life Unit of Em- 
ployers Group 





Frank J. Carey, chief executive of The 
Employers’ Group of Insurance Com- 
panies has announced the appointment 
of Ernest K. Sidlo, Carl A. Culver, CLU, 
Norman A. Nestler, John E. Bade and 
Christopher L. Daly, Jr., as managers 
of Employers’ Life Insurance Co. 
Ernest K. Sidlo will be life manager 
in Ohio with headquarters in the Leader 
Building in Cleveland. Mr. Sidlo en- 
tered the life insurance business in 
1954 and was an assistant manager for 
Equitable Society in_Cleveland. ; 
Carl A. Culver, CLU, will supervise 
life production in Michigan with head- 


| quarters at 1326 Lafayette Building, De- 


trot. Mr. Culver has been in the Life 
insurance business since 1949 and most 
recently was assistant manager for ‘Con- 
tinental Assurance in Detroit. 

Norman A. Nestler has been named 
life manager for Wisconsin. He _ will 
make his headquarters at 312 East Wis- 
consin Avenue, Milwaukee. He entered 
the life insurance field with the Phoenix 
Mutual and was agency supervisor for 
that company’s Milwaukee branch. 

John E. Bade is charged with the re- 
sponsibility for life production in Ken- 
tucky and will have his offices in the 


| Commonwealth Building, Louisville. Mr. 


Bade resigned as associate manager for 
the Commonwealth Life of Kentucky to 
join the Employers’ Life. j 
Christopher L. Daly, Jr., former dis- 
trict manager for New England Life in 
Concord, Calif., has been appointed life 
manager for the Employers in San 
Francisco. Mr. Daly will be responsible 
for life production in Northern Cali- 
fornia and will have his offices at 235 
Montgomery Street, San Francisco. 





Motivation Through Sales 
Campaigns and Contests 


Because motivation is such an import- 


tion has published a book to help him 


) with this area of his responsibility. “Mo- 
| tivation Through Campaigns, Contests, 
' Conventions, Recognition,” was written 


by Senior Consultant Richard N. Boulton. 

Motivation is not a substitute for a 
good management job, but it does spur 
on agents to use consistently and effi- 
ciently the basic knowledge and _ skills 
they have acquired, according to LIAMA. 
This book discusses some kinds of mo- 
tivation and tells how they can be used 
to best advantage. 

The importance of running sales cam- 
paigns and the best methods of handling 
them are brought out in this book, as 
well as the possible pitfalls of the pres- 
sure of campaign production. 

The discussion of agency contests in- 
cludes consideration of when they should 
be scheduled, choosing a theme for the 
contest and how it should be run. Spe- 
tific suggestions are made on types of 
contests and awards for achieving con- 
test goals. 

The book tells how to get more mile- 
age out of company conventions. The 
value of conventions, the importance of 
keeping the wife informed of the con- 
vention qualifications and plans, the 
careful planning of the convention itself, 
and plans for post-convention follow-up 
are all discussed in this book. 

Various means of recognizing the pro- 
ducers for jobs well done are touched 
: personal conferences, personal let- 
ts, honor rolls, honor clubs, publicity. 





RESANOVICH TO BOSTON 
Appointment of Milan Resanovich to 
head regional commercial and industrial 
Yan operations of The ‘Prudential has 
1 announced by the company. Mr. 
sanovich goes to Boston from Newark 
Where he was an assistant investment 
ttalyst in the company’s home office. 


Institute of Federal 
Taxation to Meet 


N. Y. UNIVERSITY AUSPICES 





Scheduled at Hotel Statler in November; 
Session Devoted to 
Life Insurance 





The Institute of Federal Taxation, held 
under auspices of the general education 
and extension services of New York 
University, will hold its 18th annual 
meeting November 4-13 at Hotel 
Statler. The subject of insurance will 
be discussed on November 5 with Harry 
S. \Redeker general counsel, Fidelity 
Mutual, as chairman. 


The Speakers 


These will be speakers at the session: 

John F. Gleason, New York Life: 
Transfers of ownership of life policies; 
problems on gain at maturity of endow- 
ment policies. 

Stuart McCarthy, Equitable Society: 
Use of settlement options; marital de- 
duction; co-ordinating old and new pol- 
icies; exemption from tax liens. 

Paul L. Wise, (Fidelity Mutual: Busi- 
ness life insurance; problems relating to 
tion, and no compromise is made in the 
employes. 

Melvin C. Teske, Northwestern Mutual 


Life: Bank Loan policies and minimum 
deposit plans; using life insurance to 
fund buying agreements. 

Also on panel will be a number of 
representatives of law firms. These law- 
yers are Irving Friedman, Thomas P. 
Glassmoyer, A. S. Guterman and Harry 
Yohlin. 

The Institute on Federal Taxation was 
established. in 1942 to provide a forum 
at which tax practitioners could partici- 
pate in high-level tax discussion. 

Sessions are conducted on the assump- 
tion that Sregistrants have a working 
knowledge* of «tax law. The lecturers, 
whether delivering formal talks, partici- 
pating in panels, or joining in queston- 
and-answer sessions, will not discuss ele- 
mentary or basic principles. Instead, 
they will confine themselves to practical 
problems, current issue, and recent de- 
velopments. No attempt is made to teach 
fundamentals of tax law or administra- 
tion, and no compromise is made in the 
level of discussion for those whose back- 
ground in tax work is slight. 





LICENSED IN WEST VA. 
Indianapolis Life has been authorized 
to operate in the state of West Virginia, 
according to Agency Vice President 
Arnold Berg, increasing to 18 the num- 
ber of states in which the 54-year-old 
company is authorized to do business. 
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Pardonable 


ride. i 


... every once ina 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


6 The Top agency build- 
ing contract! For the man 

who is looking ahead to a 
profitable, secure future in his 


own agency, our contract can’t be 
beat. 


6a personal producer’s contract second to 

none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
/ program aids the new agent in making a rapid 
? climb to a top producer. 


6A complete portfolio of life and S&A insurance plans, 

designed to fit every prospect and his particular needs. They 
include a low-cost whole life plan, Family (family group 
¢ plan), Major Medical Catastrophe Insurance plans, and the most 


4 versatile decreasing term riders ever devised. 
6 Some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 


THE 





MACCABEES 
a Life Insurance Saciely 


Founded in 1878 


Home Office 
Detroit 2, Michigan 








THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
ewark, N. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 


COME IN AND SEE US! 








/ CH a Om 4 
110 East 42nd Street 
New York I7, N. ¥ 


LEE NASHEM 





Supervisor Ranni Agency 





EDWARD J, LEONARD 


The James G. Ranni Organization, 
general agent, New York, of Manhattan 
Life, has announced appointment of Ed- 
ward J. Leonard as a supervisor. 

Mr. Leonard has a broad background 
of life insurance experience, having 
served as a supervisor with The Pruden- 
tial, Colonial Life, Berkshire Life and 
Mutual Of New York. After attending 
Fordham College, he was for five years 
an airport manager for Pan American 


World Airways. He then became a 
partner in a New York City travel 
agency. 





Young Agents 
(Continued from ‘Page 11) 


and the tangibility and the doctrine of 
life insurance were firmly established, 
and they decided for. me that I should 
sell it. They also are the basis for what- 
ever success I’ve had selling it. We can 
learn to be inspired thinkers, we can 
learn the techniques of simple program- 
ming and of motivation. But conviction 
—that we must create for ourselves. 
It’s a rare man who can succeed in this 
business without it. 


John F. Wilcox, III, Omaha 


If you want to do a big job, you must 
think big. Whatever your goal, believe 
you are big enough to attain it and don’t 
stop trying until you do. My objective 
the moment I entered this business was 
to write a million. Three years I worked 
on this before I succeeded. I believed 
J was big enough to shoot for a goal 
attained by relatively few men, and 7 
wanted the self-satisfaction of knowing 
that I could reach it. 

I invited prodding along the way. I 
let others know my goal, then it wasn’t 
so easy to slip back into a rut. As long 
as I firmly believed I could reach my 
goal, and never stopped working on it, 
success was just a matter of time. 
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Crown Life Honors 
Won by J. Dickstein 


HEADS THREE AGENCIES OF CO. 


His Montreal Branch First in Club Com- 
petition; N. J. Life Associates Second; 
H. M. Adelstein Club’s New President 





Joseph Dickstein, CLU, of Montreal, 
Can., who heads three agencies for the 
Crown Life of Toronto, was the leading 
manager of the company in the club 
competition in the fiscal year—June 20, 
1958 to June 20, 1959. His Montreal 
Center branch ranked number one in 
this competition for the second year in 
a row with net paid-for business of 
nearly $15,000,000. For this achievement 
Mr. Dickstein won the President’s cup. 

New Jersey Life Associates, Inc., 
Newark, N. J., state agents for Crown 
Life, of which Mr. Dickstein is presi- 
dent, ranke4 number two in paid-for 
volume. This agency together with the 
Toronto agency, also headed by Mr. 
Dickstein, had a production of $12,500,000 
net paid-for in the club year. Total in- 
surance in force for these three agencies 
as of June 30 topped $220,000,000. 

As the largest producer in the club 
competition H. M. Adelstein of the 
Montreal Center branch was named 
president of the agents’ section of the 
Crown Life club for the 1959-60 period. 
The Canadian vice president is J. N. 
Frank; regional vice president, S. H. 
Schechter of Montreal, and branch vice 
president, H. Harlich, also of Montreal. 
Each of these top leaders produced over 
$1,000,000 of life business in the club 
year which closed June 20. 

Other million dollar producers in the 
Montreal Center branch are N. A. 
Coyne, W. G. Crowley, H. W. Hollinger, 
A. Rakovsky and E. B. Rubin. 


N. J. Life Associates Leaders 


In New Jersey Life Associates, Inc. 
the top leaders were R. J. Moraff, who 
was named eastern regional vice presi- 
dent, and A. A. Stenitz, branch vice 
president. A. L. Klein of this agency 
again qualified for Million Dollar Round 
Table membership. M. J. Sterngold, 
CLU, and Mark M. Byron, CLU, are the 
managers of New Jersey Life Associates, 
Inc, 

All three agencies—Montreal, Toronto 
and Newark—were founded by the late 
M. Dickstein who operated them suc- 
cessfully for many years up to his death 
inel1956 and who was regarded as the 
leading manager of the Crown Life. His 
son, Joseph, following in his footsteps, 
is demonstrating leadership qualities. 


PORTLAND GENERAL AGENT 

Bankers Life of Nebraska announces 
the appointment of George Spencer as 
general agent for Portland, Oregon. 
Formerly associated with Bankers Life 
as general agent in Seattle from 1951 to 
1958, the appointment marks Mr. Spen- 
cer’s return to Portland, where he began 
his life insurance career in 1940 


Franklin Ahead 36.5% 


Franklin Life of Springfield, IIl., es- 
tablished a new all-time record during 
the first six months of 1959 with a 36.5% 
increase in new sales. Chas. E. Becker, 
president, announces today. Total paid- 
for volume was $433,000,000 for this 
period. 











Messinger at San Diego 

Roderick G. Messinger has been ap- 
pointed general agent of the San Diego 
agency of Connecticut Mutual Life suc- 
ceeding Alpheus J. Gillette, who has been 
general agent since 1942. 

Mr. Messinger, who has been at the 
San Diego agency since 1953, was super- 
visor and then assistant general agent. 
He is a graduate of University of Mich- 
igan. 

Mr. Gillette has been with the company 
twenty-three years. Prominent in San 
Diego civic affairs, he has been president 
of the local and state Life Underwriters 
Associations and has served on several 
committees of NALU. He will remain 
as associate general agent. 





Movie in the making on location at 
Vermont’s Shelburne Museum. Scene, 
shot at Shelburne for authentic 19th 
century background, shows expectant 
father rushing out to hold the horse 
for the family doctor, who will shortly 
be delivering a fine baby boy. 

Being made for National Life of Ver- 
mont, the film, “Green Mountain Leg- 
acy,” includes a short sequence on the 
firm’s founder, Dr. Julius Dewey, played 


here by actor William Stevenson. Ray 
D’Amours plays the young father. 
Cameraman-director is Harold Fisher of 
'Bay State Film Productions, Inc., which 
is producing this 28-minute stcry of Ver- 
mont’s contribution to the growth of 
America. The film will be released na- 
tionally as one of the highlights in con- 
nection with the opening of National 
Life’s new home office building now well 
on its way toward completion in Mont- 
pelier. (Photo by Henson.) 





INDIANAPOLIS LIFE UP 26% 

Indianapolis Life’s.sales for the first 
half of 1959 were at a record-breaking 
level, according to Agency Vice Presi- 
dent Arnold Berg. Sales for the six- 
months period were 26% alhead of the 
same period a year ago, and were at the 
highest level in the company’s 54-year 
history. 

















BANKERS OF IOWA SCHOOL 


Fifteen salesmen from 14 agencies of 
Bankers Life of Des Moines attended an 
radvanced sales training school in the 
home office recently. This school is the 
third in a series of three schools offered 


the company’s salesmen. 





——, 


OPPORTUNITY WANTED! 


Top life supervisor with prominent 
New England company desires change, 
Successful production, recruiting and 
training background. Reply to Box 


2719, The Eastern Underwriter, 93 





Nassau Street, New York 38, N. Y. 








—— 


Mutual Benefit Mid-Year 
Sales Show Large Gain; 


Substantial gains in life insurance sale 
for the ‘first six months of 1959 were x. 
ported by Mutual Benefit Life. Th 
company’s sales of $349,809,823 cf Ordi. 
nary and Group life insurance for the 
first ‘half of the year are approximate) 
$79 million greater than the 1958 mit. 
year figure. 

Ordinary life insurance issued during 
the first six months of 1959 totaled $283. 
986,428—18% ‘higher than 
period of 1958. Last year 


for the sam 


$240,282,872. 

Group insurance sales for the firs 
half of 1959 were $65,823,495—115% aheaf 
of the same period last year. During the 
first ‘half of 1958, the ‘first ‘full year ¢ 
operation for the company’s Group de. 
partment, Mutual Benefit Life 
$30,587,800 of Group insurance. 

The leading agency for Mutual Bene. 
fit Life at midyear is the Solomon 
Huber Agency in New York with $14, 
807,072 of new business in Ordinary life 


insurance. This is an increase of $3,870.— 


225 over last year’s sales for the same 
period. 

In second place among the Mutu) 
Benefit Life agencies is the Leland 0 
Nashem Agency in New York with $l4- 
269,224 of Ordinary ‘business for the firs 


half. This is an increase over last yea 


of $7,376,894. The Edward L. Rosenbaue 


Agency in New York ranked third it 
the company with 
business, an increase of $6,692,079. 





LIFE 


WHOLE LIFE 


AGENCY OF NEW JERSEY, 
10 Commerce Court, Newark 2, N. J. 
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Barrett, Lutz Advanced 
By Franklin Life 





Charles C. Barrett 


Henry M. Lutz 
oe | 


Franklin Life of Springfield, III, 
elected Charles C. Barrett vice president 
and manager mortgage loans and named 
Vice President Henry M. Lutz as senior 
vice president in charge of investments. 

Mr. Barrett joined Franklin Life in 
1955 as manager mortgage loans, com- 
ing to Franklin from Greenbaum Mort- 
gage Co., Chicago, where he served as 
vice president for several years. Prior 
to that he was executive vice president 
of the Percy Wilson Mortgage and Fi- 
nince Corp., ‘Chicago. He is a graduate 
of University of Oregon and John Mar- 
shall Lew School, Chicago. He has a 
wide and varied background in the mort- 
gage loin field, is a veteran of World 
War II. 

A native of Texas, Mr. Lutz became 
associated with the Franklin as_ vice 
president in charge of investments in 
1940. A nationally recognized bond ex- 
pert. he previously was executive vitce 
president of Mahan-Dittmar Co., the 
largest investment banking firm in the 
south. He is a member of the Springfield 
Public Building Commission, a director 
of the Young Men’s Christian Assn. and 
has been associated with many Spring- 
field civic endeavors. 





‘| Manhattan Life Reports 


Record First-Half Sales 
Manhattan Life of New York had 


record sales of Ordinary insurance dur- 
ing the first six months of 1959, with a 
total of $83,698,427 paid-for, or 17% 
more than the $71,694,671 attained dur- 
ing the corresponding period of 1958. 
Ordinary volume of $17,270,990 paid- 
for in June also set a record, exceeding 
the $14,882,405 of June 1958, previously 
month for Ordinary business, by 
0. 

With Group life and wholesale in- 
cluded, the company’s total volume for 
the first six months of 1959 reached 
$133,401,734, an increase of 18% over the 
$113,005,579 secured during the first six 
months of 1958. 





Conn. General Names Six 


Connecticut General Life announced 
SIX appointments in its field Group pen- 
sion organization. 

Named assistant district Group pen- 
sion managers are Alden E. Carlson at 
the Hartford branch office and David F. 
cCarthy in Philadelphia. 

Appointed Group pension representa- 
tives are Steven A. Landau in Detroit, 
Robert J. Orsini in Buffalo, Ronald E. 
Sapp in Cleveland, and Kenneth I. 
White in Chicago. 





_BOKLAN ASSOCIATES LEAD 

The Boklan Associates Inc., 50 East 
nd Street, New York City, general 
agents for the American Life. of New 
ork, has been awarded top honors as 
the leading Ordinary life agency during 
the company’s recent anniversary cam- 
Paign. 

During the five week campaign Boklan 
‘ssociates sales exceeded a million dol- 
“ts establishing a new agency record 
among American Life general agents. 





J. F. STRAWN PROMOTED 


J. Frank Strawn, Greenville, N. C., 


has been promoted to agency supervisor 


for the Raleigh sales organization of 
Franklin Life. 
with Henry J. 


He will be associated 
Grady, 
gional manager at Raleigh, 


Franklin’s re- 


Since joining the company on Jan. 1, 
Mr. Strawn has become one of Frank- 
lin’s leading North Carolina representa- 
tives. 


Lift Me Up 


Higher, 


Charlie... 


... the doorway to 
opportunity gets 
bigger every day!” 


Georgia Inter’] Life Stock 


In less than two days 1,665,000 shares 
of Georgia International Life Insurance 
Co, stock were sold at $5 a share, it was 
announced by G. Albert Lawton, presi- 
dent of the company. Other officers in- 
clude Hughes Spalding, chairman; 
James C. H. Anderson, vice president; 
Wylie Craig, vice president; Arthur C. 


Hueners, secretary-treasurer, 


1958 


To Chicago Group Office 
Rand 


representative in 


Thomas has been appointed 


Group Chicago for 


New England Life. He graduated from 
University of New Hampshire in 1954 
and joined New England Life in Octo- 
ber of the same year. He has been 


Group representative in Los Angeles 


since that time, except for two years of 


military service. 


The only way to Grow 


«48 GO 


FIRST SIX MONTHS 


1959 


New Life Insurance Issued 


$ 297,778,522.00 
\ 


$ 419,520,460.00 


Increase of Life Insurance 


in Force 


1958 
$ 149,956,146.00 


1959 
$ 225,055,503.00 


Total Life Insurance in 


Force 
1958 


$1,731,497,355.00 


Accident & Sickness 


Premium Income 
1958 


$  5,698,686.45 


1959 
$2,177,971,016.00 


1959 
$ —_7,031,318.10 
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Simon Agency Luncheon 
Host to Ins. Brokers 


GOTHAM LIFE GENERAL AGENTS 


Brooklyn Agency Announces Formation 
of VIP Club; Has Production Rec- 
ord of Nearly $2 Million 


3rooklyn, 
N. Y., general agents of Gotham 
Life of New York, were luncheon hosts 
week to 35 or more insurance 
brokers in the New York State Cham- 
ber of Commerce on Liberty Street, 
New York City. Special guests of the 
agency were top ranking officers of The 
John F. Sweeney, 
presi- 

vice 


The Simon Agency, Inc. of 


The 


last 


including 
Ralph 


Gotham 
Tanguay, vice 

underwriting 
Manhattan Casualty; Thurlow 
Taylor, chief underwriter and actuary, 
and Sanford Gilbert, superintendent of 


agencies. 


president; 
dent; Edgar Block, 


president, 


time since 
agent, the 
nearly 
insurance for The 
Gotham. On this occasion Martin 
Simon, president of the agency, and 
Louis A. Aloisio, production manager, 
presented to Vice President Tanguay 
$585,000 in applications. In so doing, 
Mr. Simon paid tribute to the insurance 
brokers at the luncheon who had accom- 
plished this result. 

He announced the formation of the 
agency’s VIP Club, charter members of 
which are the brokers. At the same 
time he appointed a VIP committee of 
three—Bernard Lipsky, Arthur Stern 
and Irving Reiff. He explained that 
VIP stands for Victory in Production. 

Vice President Tanguay was called 
upon to tell what was in store for Simon 
Agency brokers in the way of new policy 
contracts. He promised that this new 
merchandise will be ready within six 
months. Stressing the teamwork spirit 
which exists between home office and 
field, he said: “We aim to preserve at 
all times a personal relationship with our 
field representatives. We also assure 
you that an open door policy prevails at 
the home office. Whatever your prob- 
lem we will do everything to help you 
get your cases through the mill.” 

Mr. Aloisio expressed his own appre- 
ciation to the brokers for their submis- 
sions to date, and presented each of 
them with a Gotham Life sales kit. 

Associated with Mr. Simon in running 
the agency is Seymour Goldfarb, vice 
president. 


In less than two months’ 


its appointment as general 


Simon Agency has_ produced 


$2,000,000 of life 





Texas Co. Must Change Name 


Oklahoma City—The State Insurance 
Commissioner ruled that a Texas insur- 
ance company cannot operate in Okla- 
homa until it changes its name to elimi- 
nate confusion with a well known na- 
tional firm. The order was entered by 
Commissioner Joe B. Hunt against All 
States Life Insurance Co., of Texas. The 
action against the Texas firm was 
brought by Allstate Insurance Co., and 
Allstate Life Insurance Co., the national 
concern that is owned by Sears Roebuck 
& Co. 

The Sears firm brought action against 
the Texas company saying it was being 
harmed by the similarity of names. Hunt 


ordered the Texas firm’s license sus- 
pended until such time as the firm 
amended its articles to eliminate the 


confusion. 





Landon Vice President 

Leon Landon has been appointed vice 
president and director of First Pyramid 
Life of Little Rock. He has had 2 
years experience in life insurance as 
agent, assistant manager, manager, home 
office supervisor of agencies, vice presi- 
dent and agency director and has served 
on the board of directors. He served as 
president of the Abilene (Texas) Asso- 
ciation of Life Underwriters. 


Republic Nat’! Achieves $1 Billion of 


Life Reinsurance in Force 12 Years 


It is somewhat paradoxical that the 
dramatic story of how life insurance 
companies work together the mechanics 
of reinsurance and thus provide so much 
protection for so many people is not 
generally known. A case in point is the 
Republic National Life of Dallas, which 
has parlayed its Ordinary and Group 
sales and its reinsurance service to 
other companies to a total of $2,225,000,- 
000 of life insurance in force in just 31 
years; and now announces that in less 
than 12 vears of this 3l-year period it 
has $1 billion of life reinsurance in force. 

The news of this achievement was 
made known this week at a seminar for 
reinsurance field representatives and 
other executives in this division, held at 
the Renublic National home office. Wil- 
liam N. Stannus, senior vice president 
in charge of reinsurance, in making the 
announcement pointed to Republic Na- 
tional’s dominant position in new rein- 
surance business among the companies 
active in this field. He also brought out 
that the company made a 23% increase 
in the total of life insurance in force 
in 1958 and that its new paid business 
for the first half of 1959, including Ordi- 
nary, Group, and reinsurance, was 41% 
ahead of the previous year. 


Theo. P. Beasley Had the Vision 


Like every other success story, this 
one had to have a beginning. It was in- 
itiated by, one man’s vision and an- 
other man’s ambition to start a reinsur- 
ance operation from scratch and then 
help it’ grow. Theo, P. Beasley, presi- 
dent of Republic National Life, had the 
vision and foresight to believe that his 
was the kind of company that could 
carry on a successful reinsurance opera- 
tion. So on September 1, 1947, he asked 
Joe Brice, who had formerly been with 
the Retail Credit Co., to join the then 
new reinsurance division. The 12-year 
progress story that has followed is a 
tribute to their determination, know- 
how and leadership. 

Mr. Beasley pointed to two major 
reasons for the reinsurance results. The 
first is the Republic National Life rre- 
insurance team. He admits to pphenom- 
enal luck in the selection and training of 
executives whose enthusiasm for the 
“Go” company and whose knowledge of 





Appoints Wilma Jenkins 


Mrs. Wilma L. Jenkins, of Alton, IIl., 
has been appointed a general agent for 
the Franklin Life Insurance Co. of 
Springfield, Ill. A Franklin associate 
since 1955, she qualified for the Women 
Leaders Round Table in 1957 and 1958. 
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WILLIAM N. STANNUS 


reinsurance serv ice is unsurpassed, “T he 
second reason,” says Mr. Beasley, “is 
the basic theory behind our reinsurance 
operation, which is to bring clients in 
and give them first-hand assistance and 
advice in the every day problems of a 
life and A. & S. operation. 

“Evidence that these theories have paid 
off is substantiated by the $1 billion of re- 
insurance in force and tthe fact that the 
company is serving more than 600 re- 
insurance accounts in the United States 
and 12 other ‘countries.’ 

Mr. Brice, who started with the rein- 
surance division, although now retired, 
is still working as a consultant. Today, 
Senior Vice President Stannus is the 
reinsurance chief and he and a large 
staff of officers and division managers, 
are now setting their sights for greater 
goals, both for ithe division and for the 
company’s total life insurance operation. 





Field Honors F. J. O’Brien 


The field force of Franklin Life of 
Springfield, Ill., is honoring Vice Presi- 
dent and Director of Sales Promotion 
* J. O’Brien with a four-week sales 
campaign during August. The O’Brien 
Birthday Campaign is being held in con- 
nection with O’Brien’s birthday anniver- 
sary, observed on Aug. 29. 
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Made Manager by Acacia 















G. EDWARD HACKING 


Acacia Mutual Life of Washingt 
D. C., has appointed G. Edward Hat 
ing manager of its Silver Spring, Mat 
land, branch. Since 1948 the has bee 
unit manager in the Northern Virgi 
branch, 

Mr. Hacking, who received the Chi! 
tered Life Underwriter designation | 
1958, has for several years been an" 
structor for LUTC courses. He is 
former president.of the Northern Vi 


ginia Association of Life Underwrite! 
“A president of the D. C. Chapt 
fe) : 
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Freeman Named Board Chr. 
Of Montclair (N. J.) C. of C. 


H. CARLYE FREEMAN 


H. Carlyle “Bill” Freeman, superin- 
tendent of agencies for Bankers National 
Life of Montclair, N. J., has been chosen 
as board chairman of the Montclair 


Chamber of Commerce to replace Rich- 


ard Mockler, hardware merchant in 
‘town, who has resigned because of ill- 
mess in his family. Mr. Freeman has 
Montclair’s civic 





affairs. 





HEARD On The WAY 











Elsie Ullrich, who retired from Fidel- 
ity Mutual Life in February after being 
45 years with the agency department, is 
making a success in running her store, 
“Mrs. Santa’s Doll House,” in Mountain- 
home, Pocono Mountains, Pa. She is 
located in the area of Skytop and Buck 
Hill Falls. With Fidelity Mutual in re- 
cent years she was agency secretary, 
ran the company’s direct mail service 
and field magazines and was a well- 
known figure at conventions of Life In- 
surance Advertisers Association. 

Sky Top and Buck Hill Falls hotels 
are often scenes of insurance conven- 
tions and in those periods Miss Ullrich 
renews many old acquaintances as people 
come into her shop. 

Uncle Francis 





Resolute Credit Life’s Gain 
The Resolute Credit Life of Hartford 
feported premium volume in 24 states 
m which it does business already has 
passed the 1958 total. 

Edward K. Schriber, Resolute Insur- 
mce Companies president, said the first 
half of 1958 saw the company collect 85% 
more premiums than in the correspond- 
ing period of 1958. 

States in which 1958 totals have been 
surpassed include Alabama, Alaska, Ar- 
ansas, California, Colorado, Hawaii, 
Idaho, Illinois, Indiana, Kentucky, Lou- 
isiana, Massachusetts, Michigan, “Minne- 
Sota, Mississippi, Missouri, Nebraska. 
New Hampshire, North Dakota, Okla- 
homa, South Dakota, Tennessee, Wash- 
ington and Wyoming. Lesser increases 
were general throughout the other 22 
States in which Resolute Credit Life does 
business. 

The volume of credit life insurance 
in force on the company’s regular busi- 
Ness more than doubled during the 12- 
oct period from June 30, 1958, to June 

h LOY, 


ALFRED G. WHITNEY 


Alfred G. Whitney has been appointed 
associate director of research at Life 
Insurance Agency Management Associa- 
tion and Paul W. Thayer has _ been 
named assistant director of research. 
These promotions have been announced 
by LIAMA’s Director of Research S. 


Rains Wallace. 

Mr. Whitney has been assistant direc- 
tor of research at the Association since 
1955. A graduate of Harvard Univer- 
sity, he received his BA in economics 
and his MA in statistics at the School 
of Education at Harvard. He worked as 
an accountant with the Boston and 
Maine Railroad after graduation and 
taught mathematics in high schools in 
the Boston area. 

From 1942 to 1945 Mr. Whitney was 
head of the calculating unit in the 
psychological section of the Army Air 
Forces Training Command Headquarters 
at Fort Worth, Texas. In 1945 he trans- 
ferred to the U. S. Department of State 
Foreign Service and was the economic 


analyst attached to the American Em- 
bassy in Canberra, Australia. 
Following this service Mr. Whitney 


was assigned for two years to the Divi- 
sion of Foreign Service Personnel in 
Washington, D. C. He joined LIAMA’s 
Research Division in 1949 as research 
associate, and in 1955 was named assist- 
ant director of research. As associate 
director he will be in charge of all mar- 






PAUL W. THAYER 


ket research and surveys for the Asso- 
ciation. 

Paul W. Thayer has been associate 
program director in the Research Divi- 
sion. He is a graduate of Pennsylvania 
State University, majoring in psychol- 
ogy; has a BS in marine engineering 
from the U. S. Merchant Marine Acad- 
emy; and a Ph. D. in psychology from 
Ohio State University. 

While an undergraduate he worked 
two summers for E. I. duPont de Ne- 
mours & Company, Inc., doing personnel 
research and. part time for Pennsylvania 
Surveys doing consumer research. After 
graduation he taught at Ohio State Un.- 
versity, leaving there as an assistant 
instructor. 

In ithe summer of 1953 Dr, Thayer was 
market research supervisor for Field- 
crest Mills, Inc., where he established a 
consumer panel for consumer acceptance 
research. While a graduate student he 
worked on a personnel research project 
for the Prudential Insurance Company. 

As a research associate for the Insti- 
tute for Research in Human Relations 
Dr, Thayer conducted disaster research 
and research on night vision require- 
ments for aviators. The former research 
project resulted in his co-authoring a 
monograph for the National Academy 
of Sciences Research Council. 

Dr. Thayer joined the research divi- 
sion of Life Insurance Agency Manage- 
ment Association in 1956 as an assistant 
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program director and the following year 
was named associate program director. 
In his new position as assistant director 
of research he will coordinate work in 
the area of human resources. 


New York Life Changes 
In Field Group Offices 


and transfers of 


been 


Nine promotions 
Group personnel have 
New York Life as part of the organiza- 
tion process for its new marketing de- 


made by 


partment. 

The changes include George H. Bemus, 
from home office Group representative, 
Washington, to district Group manager, 
Pittsburgh; William Calligan, from dis- 
trict Group manager, Milwaukee, to dis- 
trict Group manager, Chicago; Dwain 
Cook, Group manager, Dallas, 
to district Group manager, Atlanta; 


district 
John 


E. Dunlavey, from assistant to district 
Group manager, Washington; Bruce 
Pass, from assistant to district Group 


manager, Los Angeles; James A. Pearce, 
from home office Group representative 
to district Group manager, Milwaukee; 
Raymond J. Reed, from district Group 
manager, ‘Allentown, to assistant district 
Group manager, Washington; Lloyd S. 
Ruland, Jr., from home office Group rep- 
resentative to assistant district Group 
manager, Los Angeles, and John Wolf, 
from home office Group representative 
to district Group manager, Dallas. 





El Paso General Agent 


Mutual Benefit Life has appointed 
Robert laase general agent at El 
Paso, making the third general agency 


for th: company in Texas, the others 
being in Dallas and Houston. Mr. 
Haase was formerly a district manager 
for Equitable Society in E] Paso. 
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Asst. Supt. of Agencies 


Lincoln National Life 





DELBERT BOWLES 


Appointment of Delbert Bowles as 
assistant superintendent of agencies for 
Lincoln National Life, has been an- 
nounced by Henry W. Persons, vice 
president in charge of agencies. 

Mr. Bowles, a native Texan, entered 
the insurance field five years ago, leav- 
ing a successful teaching career which 
included several years as a faculty mem- 
ber at Hardin-Simmons University, Abi- 
lene. Joining Lincoln Life in 1958, he 
became a supervisor in the R. E, King 
Agency, Charlotte, N. C. 

Mr. Bowles was graduated by Colum- 
bia University where he majored in edu- 
cation and received his Master of Arts 
degree. He also received a Master of 
Music degree from Westminster Choir 
College. In addition, he did graduate 
work at University of North Carolina. 
His civic activities in Charlotte included 
membership in the Civitan Club and the 
Charlotte Oratorio Singers; and he 
served as assistant choir director for the 
Myers Park Presbyterian Church of 
which he is a member. 


UNITED OF AMERICA PROSPERS 





Impetus of “40-Plus” Sales Drive Gives 
Co. its Best Quarter to Date; O. T. 
And J. R. Hogan Anniversaries 

The United Insurance Co. of America 
(Chicago) has completed the most suc- 
cessful quarter in its 40-year history. 
The industrial increase for the quarter 
was $42,802 and the Ordinary production 
was $15,000,000. J. R. Hogan, president, 

‘ attributed much of the credit to the 
United’s “40-Plus” sales campaign, which 
commemorates the company’s 40th year 
in business, President Hogan’s 25th an- 
niversary with United, and the fact that 
O. T. Hogan, founder and chairman of 
the board, observed his 75th birthday on 
August 4. 

The company, founded in March, 1919, 
by O. T. Hogan, now has assets in ex- 
cess of $110,000,000, with premium income 
exceeding $78,000,000. It operates 
through 135 district offices in 42 states, 
the District of Columbia and Hawaii. 

According to President Hogan, United 
of America, by reason of its most suc- 
cessful six months’ operation, is antici- 
pating the best year in its history. 





JOINS BANKERS OF NEBRASKA 
Bankers Life of Nebraska announced 
the appointment of Willam L. McLane 
as associate general agent for Kansas 
City, Mo. Mr. McLane thas ‘been as- 
sociated with Prudential and most re- 


cently with National Fidelity Life where 
he was Kansas City home office agency 
manager. He attended Bowling Green 
State University in Ohio, and the Uni- 
versity of Kansas City law school. 


Interest in LIAMA Program 


Seen in Foreign Countries 
Six new member companies and three 
associate members were admitted to the 
Life Insurance Agency Management 
Association at a recent meeting, bringing 
the total number of companies in 
LIAMA to 335. There are now 229 com- 
panies in the United States, 43 in Can- 
ada and 63 in 19 other countries. 

The new member companies are: 
American Family Life, Madison, Wis. ; 
American Life of New York; Commer- 
cial Life Assurance of Toronto; Old 
Republic Life, Chicago; Producers Life, 
Mesa, Arizona; and Southern Life, 
Greensboro, N. C. : 

The new associate member companies 
are: American International Assurance, 
Hong Kong, hina; “Boemi-Poetera 
1912,” Mutual Life, Djakarta, Indonesia ; 
and Compania De Seguros Bolivar, Bo- 
gota, Colombia. Be, 

This is the first time the Association 
has had a member company in Arizona, 
China, Indonesia or Colombia. : 

Associate member companies receive 
publications and research reports from 
LIAMA, These they adopt or adapt 
to their operations. The text, “ Managing 
an Agency” has been translated into 
Japanese for use among the Associa- 
tion’s nine companies in Japan. “Do 
You Fit Into This Picture?” ‘has recently 
been translated into Afrikaans for use in 
the South African companies. Many of 
the Association publications and _re- 
search tools have been translated into 
French and Spanish and these are avail- 
able from LIAMA. : ay 

Each year several foreign visitors are 
numbered among the many who come to 
the Association headquarters in Hart- 
ford. During 1958, for example, 25 in- 
surance executives from Europe, Asia, 
South Africa and the Philippine Islands 
visited LIAIMA. 

The Association’s Schools in Agency 
Management have had 42 men from 25 
associate member companies, most of 
them having attended in the last four 
years. One man from France attended 
the first Agency Officers School held in 
Hartford in May of this year. A group 
of men from Japan had a meeting with 
LIAMA staff members in Hartford at 
which simultaneous translation was done 
for the visitors by their official inter- 
preter. 

More interest is being shown each 
year in membership in LIAMA by com- 
panies all over the world. Ten years 
ago there were 14 associate member 
companies in 10 countries and today 
there are 63. 





Piedmont Life Growth 


During the first six months of 1959 
Atlanta’s Piedmont Life showed the 
greatest growth in surplus in the entire 
history of the company, it has been an- 
nounced by Piedmont President S. Rus- 
sell Bridges, Jr. In the period January 
1 through June 30, Piedmont’s earned 
surplus increased by $2,461,496, a growth 
not only greater than in any previous 
six-month period but also greater than 
for the entire history of the company 
prior to this period. 

Piedmont’s total assets increased 
nearly $4,000,000 during the six month 
reporting period to a total of $28,235,772. 
Insurance in force as of June 30 


amounted to $103,Q00,000. 





PRESIDENT CLUB QUALIFIERS 

One hundred seventy-six salesmen of 
Bankers Life Company, Des “Moines, 
have qualified for the 1958-59 President’s 
Club, the company’s top ‘honor sales 
organization. Membership in the club 
was achieved by meeting specific sales 
requirements over a 12-month period. 





BANKERS LIFE SCHOOL 
Twenty-six salesmen from 20 agen- 
cies of Bankers Life of Des Moines, 
attended a home office sales training 
school in Des Moines July 20-24. This 
school is the first in a series of three 
schools offered the company’s salesmen. 
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Provident Mutual Makes 
Several Field Changes 


Provident Mutual Life announces that 
Lucien A. Hauslein, CLU, general agent, 
has been appointed associate general 
agent and that C. Richard Mattis, co- 
general agent, has been appointed man- 
ager of its Haverford Agency in Haver- 
ford, Penna. 

In Central Illinois, general agent W. 
Lawrence Rotz has been appointed asso- 
ciate general agent and James E. Wil- 
liams, manager, of the Decatur office. 
Mr. Hauslein, who attended the Uni- 
versity of Pennsylvania, became asso- 
ciated with Provident Mutual in 1933, 
and was appointed general agent eleven 
years later. He is past president of the 
Philadelphia Association of Life Under- 
writers and director of the Pennsyl- 
vania Association of Life Underwriters. 

Mr. Mattis, a graduate of Millersville 
State Teachers College, received his 
B. S. degree from Franklin and Mar- 
shall College and this M. A. degree from 
University of Pennsylvania. He has 
qualified many times for the Provident 
Round Table, business conference for 
leading underwriters of his company. 
Associated with Provident Mutual since 
1945 as a life underwriter, Mr. Mattis 
became co-genera]l agent of the Haus- 
lein-Mattis Agency in 1954. He is a 
member of the Philadelphia Association 
of Life Underwriters. 

A graduate of Milliken University, 
Mr. Rotz attended the University of 
Notre Dame and University of Wiscon- 
sin. He is a life member of the Provi- 
dent Round Table and former Illinois 
State Senator, _ 

Mr. Williams joined the company in 
1948 as campus representative at his 
alma mater, Milliken University, later 
becoming a supervisor in the agency. 
In 1958 he was a member of the Man- 
agement Training Section at the home 
office and in recent months he has been 
associated in this capacity in the Cen- 
tral Illinois Agency. 





NEW GAMC LOCAL 

Formation of its 159th local General 
Agents and Managers Association in 
Boise, Idaho, has been announced by 
national headquarters of the General 
Agents and Managers Conference of 
NALU. In making the announcement, 
Hastings A. Smith, CLU, New England 
Life general agent, Indianapolis, and 
chairman of GAMC’s extension commit- 
tee, states that the following officers 
have been elected: 

James G. James, New York Life, 
president; Oral F. Andrews, Equitable 
Life, vice president; Charles B. Daiger, 
Manufacturers Life, secretary-treasurer. 

Elected to the board of directors 
were: A, H. Anderson, The Maccabees; 
and Ray M. Wagoner, Northwestern 
Mutual. 
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55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











South Bend General Agent 


CHARLES W. HOOVER 


Appointment of Charles W. Hoover, 
CLU, as general agent in South Bend, 
Ind., has been announced by John Han- 
cock Mutual Life. 

Mr. Hoover began his career as af 
agent for the John Hancock in South 
Bend, following graduation from Indiana 
University and service as a squadron 
commander with the Ninth Air Force 
in Europe during World War II. Later, 
he was called to the company’s home 
office in Boston to become field assist- 
ant, and was subsequently promoted to 


manager of sales promotion, and _ then 
superintendent of agencies. In 1956, he 
was transferred to San Francisco to be- 
come superintendent of agencies for the 
western agencies. 

A Chartered Life Underwriter, he is 
graduate of the Life Insurance Market- 
ing Institute of Purdue University, and 
holds the certificate in Agency Manage- 
ment. 





Anico in Force Gained 47% 


A mid-year report by American National 
of Galveston, shows record gains during 
the first half of 1959. Insurance in force 
gained $216,302,623, up 47% over the 
first half of 1958. New paid sales totalled 
$550,975,524, up 27% over the first six 
months of last year. 

Total insurance in force rose to #4- 
727,198,051. In the same period the com- 
pany established .45 new Ordinary 
branches, 20 new Industrial branches and 
29 new A. H. agencies. The expansiot 
rate is double that for previous years. 
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Director Field Services 
































WILLIAM H. LAMBERT 







Appointment of William H. Lambert 
as director of field services with Balti- 
more Life, was announced by Fred I. 
Wunderlick, vice president. 

Mr. Lambert has had long experi- 
ence in the hfe insurance field, starting 
with New York Life in Philadelphia 
after study at Yale University and 
Wharton Schoo] of Finance, University 
of Pennsylvania. Formerly manager of 
the Baltimore office of Shenandoah Life, 
for the past two and one-half years he 
has been assistant director of general 
agencies for Baitimore Life. 


















LINA Makes Big Gains 


Life Insurance Co. of North America 
reports $100,862,400 of Group and Ordi- 
nary life insurance production for the 
first seven months of 1959. Ordinary life 
volume was $65,095,400, a 202% increase 
over the comparable period in 1958. 

Group life volume, excluding the com- 
panys own INA group case, was $35,- 
767,000 in the first seven months of 1959 
compared with $7,468,000 for the same 
period in 1958, an increase of 379%. 
First year collected premiums on all 
lines of business for the first seven 
months of 1959 were approximately five 
times 1958 figures for the same period. 
Szrvice offices leading in life produc- 
tion, January through July, 1959, were: 
Newark, N. J. (Joseph S. Flanagan, 
manager); Philadelphia (Henry L. Wil- 














Loover, 
Bend, 
1 Han- 












as an 
South | 800 Ul, manager); and Chicago (Ray H. 
ndiail Breuer, manager); top caréer agencies 
were Wynnewood, Pa. (John F. Huber, 
uadron # Ill, general manager); Philadelphia- 
Force Mansur (George Mansur, general man- 
Later, ager); and Pittsburgh: (Hilbert W. Rey- 
hoi nolds, general manager), 
assist- 
ted to NEW SUN LIFE BRANCH 
1 then Sun Life Assurance of Canada an- 
156, ‘he hounces the opening of its new Toronto 
to be- Willowdale branch, the company’s 
or the § twelfth in Toronto and 74th in Canada. 
Alex D. Adamson, formerly Sun Life’s 
he is a branch manager in Barrie, becomes man- 
farket- § @ger of the new branch. Douglas M. 
y, and] Smith will succeed Mr. Adamson in 
anage Barrie. Mr. Smith has been district 
Supervisor for the company’s Guelph 


branch with headquarters in Meaford 
lor the past three years. 


ational 

during FRANKLIN GENERAL AGENT 

1 force eter J. Bercik, Jr., of Carnegie, Pa., 
r_ the as been appointed a general agent in 


otalled the Pittsburgh area for Franklin Life 


st sx of Springfield, Illinois. For the last 

two years Mr. Bercik has been asso- 
io $4 tated with Equitable Life Assurance 
com tlety as an estate planning specialist. 
dinary fe ‘\ Staduate of Duquesne University, he 






Served with the Air Force as a flight 


Ps Seal and a personal planning lec- 
Tey, 









Warren B. Smith Manager; 


Smith & Kroehle Resign 


Warren H. Smith, CLU, and Vernon 
Kroehle, general agents for Northwest- 
ern National Life at Cleveland for more 
than 25 years, are relinquishing their 
responsibilities as general agents for the 
company to devote full attention to serv- 
ing persona] clientele. Succeeding them 
will be Warren B. Smith, son of War- 
ren H. Smith, who has been named 
manager of the Cleveland agency. 

The younger Smith has been a mem- 
ber of Northwestern National’s agency 
organization since 1956 and has com- 
pleted the company’s management train- 
ing program as a supervisor in its Cen- 
tral Division at Chicago. A mechani- 
cal engineering graduate of Purdue Uni- 
versity, he served as production engi- 
neer for a manufacturing firm before 
joining N/W National. 

The senior Smith, a native of St. 
Louis, spent five years as a YMCA 
secretary before entering the life insur- 
ance business in 1923, A Chartered Life 
Underwriter since 1929, he ‘has been ac- 
tive in life underwriting affairs in 
Cleveland and has served as past presi- 
dent of its CLU Chapter and General 
Agents and Managers Association, He 
also is a past national director of the 
American Society of Chartered Life Un- 
derwriters and is a member of the 
Cleveland Chamber of Commerce. _ 

Mr. Kroehle has been in the life in- 
surance business since 1922 and since 
1934 has been associated with the senior 
Smith as a partner in the Smith & 
Kroehle general agency. He is a past 
president of Ohio State Life  Under- 
writers Association and of Cleveland 
Life Underwriters Association. He was 
a member of the Million Dollar Round 
Table in 1958. 





Bankers National Reports 
25% Ordinary Increase 


Bankers National Life, Montclair, N. }., 
reported a 25% increase in paid for 
Ordinary life insurance for the first half 
of 1959 over the same period last year. 
New paid-for Ordinary business for the 
first six months of 1959 totaled $27,331,- 
188. For the month of June, new paid- 
for Ordinary business resulted in an in- 
crease of 55% more than for the corre- 
sponding month last year. 

Total new business including Group 
equaled $49,225,868 compared to $38,330,- 
974 for 1958. 

Total insurance in force at the end 
of June amounted to $560,472,754, an in- 
crease of $29,694,296* since» the first of 
the year. Of the total in‘f6fce, Ordinary 
insurance this month passed the $300,- 
000,009 mark and now stands at $303,- 
001,289. 





Best’s 1959 Life Chart 

The 1959 edition of Best’s Chart of 
Recommended Life Insurance Compan- 
ies, covering the 256 life insurance com- 
panies which Best recommends, has just 
been published and is ready for immed- 
iate delivery. 

Bound in fabrikoid. pocket-size, the 
Chart clearly shows the principal items 
from each company’s financial statement, 
together with essential operating ratios, 
of the 256 life insurance companies which 
receive Best’s recommendation. 

Priced at $2 each, copies may be 
ordered from the A. M. ‘Best Co. at 75 
Fulton St., New York 38, N. Y. or from 
its branch offices. 





JOINS SECURITY-CONNECTICUT 

Edwin H. Pape, Jr. has been ap- 
pointed head of the accounting and audit- 
ing department of the Security-Connecti- 
cut Life of New Haven, according to an- 
nouncement by David G. Hunting, agency 
vice president. 

Mr. Pape goes to he Security-Connec- 
ticut with 12 years of life insurance ex- 
perience in one of New York’s largest 
agencies, 





Chicago CLU Meeting 


The Chicago CLU Chapter held its 


annual business meeting in Chicago’s 


Union League Club recently. Walter G. 
Wegner, president of the chapter, esti- 
mates that 125 chapter members and 
guests attended. Officers and directors 
for the 1959-1960 fiscal year were elected. 

Ernest J. Moorhead, 
England Life, 
Search of Something.” 


New 
“Tn 


actuary, 


Boston, spoke on 








J. J. Callen Sales Promotion 
Mgr., Mutual Trust Life 


Mutual Trust Life of Chicago recently 
announced the appointment of John J. 
Callen as sales promotion manager... Mr. 
Callen will be a member of the home 
office agency department staff. He re- 
ceived his BA and MA degrees from 


Marquette University and has been ac- 
tive in sales promotion and public rela- 
tions in the Chicago area for the past 
several years. 





CROWN LIFE OF CANADA'S 


new P/S rates 


make Executive Whole Life the finest 
Guaranteed Rate Plan available to your clients 





Look at these rates* ... 
Age 25 Age 35 
$12.59 $17.64 








Plus P/S $7.50 annually per policy regardless of amount 


Age 45 


Age 55 
$26.49 


$41.55 











Crown's new... All new... 


Executive Preferred Life now gives the “Par” 
buyer—bargain rates and low continuing cost 


























Look at these rates* 
Age 25 Age 35 Age 45 | Age 55 
Initial $13.35 $18.63 $28.45 $45.32 

Ultimate 
in 3 years} $15.60 | $21.07 | $30.74 | $47.23 
3rd Year Div. 

(not guaranteed)| $ 2.35 $ 2.72 S S21 $ 5.85 
Plus P/S $7.50 annually per policy regardless of amount. 








Commissions... 


Crown.gives the best value to the consumer, including 
fair and equitable commission remuneration to 
ensure the client of continuing service and counsel. 


Save time... 


Call Crown First 





Please send me the Brokerage Life Kit, in- 
cluding your full P/S Rate Book. 


Either contact your General Agent 
or send in this coupon 


— me re, 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 


120 Bloor St. East, Toronto, Canada 








Province 





When it’s new : 

in town | 

... it comes : 
from | Name 

| 
CROWN | *= 
*$25,000 minimum | City 

5 | 
Oe ee cee oe oe oe 


New Jersey: 


Us ce cee cs cee ces cee cas ee es ces eee ee 


Newark—New Jersey Life Associates Inc.—Suite 930/37, Raymond 


Commerce Bidg., 1180 Raymond Bivd.—Mlitchell 2-2083 


Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Hartford—Ellie M. Goldstein, Inc.—-962 Asylum Ave.—JAckson 7-9203 


Philadelphia—Russell A. Atwater—Room 921, 3 Penn Center Plaza 
Pittsburgh — Paul G. Kekich—1714 Investment Bldg., 239 Fourth 


Washington—R. Goldstein—Suite 507, Colorado Building—NAtional 


Connecticut: 
Rhode Island: 
Mass.: Boston—John W. Powers—79 Milk Street—HUbbard 2-4616 
Pennsylvania: 
Penn.: 
Avenue—GRant 1-9010 
Penn.: Pittsburgh—Thomas E. Malley—2608 Saybrook Drive—CH 1-4313 
Penn.: State College—Albert F. Williams—Metzger Bldg. 
Penn.: Erie—G. A. Vickey—3927 Wood Street 
District of 
Columbia: 8-3244 
District of Washington—Walter Ogus—1420 K Street, N. W.—RE 7-2484 
Columbia: 
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ACACIA we ge 


before, not after . ji 





Left to right: Joseph A. Barbeau, Manager, District of Colun- 
bia; Paul E. Vollmers, Manager, Chicago; Walter F. Szwed, 
C.L.U., Detroit, leading personal producer for 1958; Howard W. 
Kacy, President of Acacia; Harry J. Shaffer, Agency Vice 
President; Truxtun Perry-Smith, Manager, Sacramento; Vernon 
R. Zimmerman, Manager, Northern Virginia; R. Kelly Sheridan, 
C.L.U., Manager, Rhode Island. 

La Noue Matta, Manager, Los Angeles, a member of the 1959 
Committee, was not present when this photograph was taken. 


gee. Acacia Mutudit 
s 51 Louisiana Avenu 


Howard W. #SIDEN1 
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dhe “Field Viewpoint” 








d we’ve been doing it for thirty years! 


















929, Acacia created an entirely new concept in Home Office and Field relations 
tablishing its Field Advisory Committee. Since then that Committee has, as 
' e implies, functioned in an advisory capacity to Management. The resulting 
b ssociation between Home Office and Field has avoided the “trial and error” 
f ds customarily used in developing life insurance coverage, effective sales aids, 
t proved services to policyholders. In addition, it has assisted the Company 
veloping the most advanced plan of agent’s compensation backed up by equally 
rous disability, death and retirement benefits. Small wonder that Acacians 
f er service on the Field Advisory Committee as one of the greatest honors 
Fan achieve and why Acacia, in turn, places such a high value on this most 


. portant management-field relationship. 


tured here is the 1959 Committee as it prepared for a series of meetings with 
ers of Acacia’s Home Office Staff. Acacia is proud to pay tribute to these 
‘ Sho through outstanding performance earned the right to represent their 
fates at the round-table conference. It is largely through their efforts and 


of the men who preceded them that it is at Acacia “Where You Get 


| 


W morrow’s Protection Today.” 
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TRUCK FLEETS ACCIDENTS CUT 


Major commercial and government 
fleets throughout the nation averaged 
only 14 accidents per million miles of 
travel in 1958 according to the Auto- 
mobile Manufacturers Association at 
Detroit. This was less than a third the 
rate of 45 per million miles 10 years ago. 
Automotive Safety, published by the 
AMA, reveals that truck fleets today 
average some 71,000 miles without acci- 
dents, compared with 22,000 miles in 
1948. Figures for all vehicles on the 
road last year show an accident in- 
volvement rate of 26.5 per million miles 
of travel for an average of about 37,700 
miles between mishaps. 

Paralleling this improvement in truck 
safety has been a 50% increase in na- 
tional truck registration—from 7.5 mil- 
lion vehicles in 1948 to the present total 
of 11.2 million. Some 59,000 truck fleets 
in the U. S. today each employ ten or 
more vehicles. Annual truck mileage 
has also increased heavily over the ten 
year period, jumping from 74 billion 
miles in 1948 to 115 billion last year. 

Responsible truck operators have con- 
tributed to this rapid improvement in 
safety through sound driver selection 
and training programs, good mainten- 
ance practices and close adherence to 
safety regulations of the states and the 
Federal Interstate Commerce Commis- 
sion. 

Vehicle improvements also have been 
vital factors in lowering the accident 
rate. Truck manufacturers, working 
closely with truck operators and motor 
vehicle administrators, today are build- 
ing vehicles with the highest degree of 
inherent safety achieved. 

Here are main areas of vehicle 
improvement : 


six 


1. Greater durability, almost doubling 
figures of 10 years ago, today’s low 
priced trucks commonly operate up to 
100,000 miles without major repairs while 
larger models often double or triple this. 


2. Improved braking. In spite of in- 
creased load capacities and longer sus- 
tained speeds, brake linings last a third 
longer than a decade ago through use 
of new synthetic resins. Truck brake 





life now averages 35,000 miles for urban 
operation and 150,000 miles for highway 
operation. ‘Runaway truck accidents 
caused by loss of braking power are 
being prevented by the new auxiliary 
emergency braking system for combina- 
tion vehicles developed by the manu- 
facturers. This warns of dangerous air 
leaks in the system and automatically 
applies auxiliary braking power. 

3. Better vision. New cab-forward de- 
signs, improved mirrors, greater glass 
areas, more effective windshield washers 
and defrosters, and improved headlights 
have given drivers a wider range of 
vision. 

4. Increased horsepower. Weight- 
horsepower ratios have been improved 
to aid truck-trailer combinations in 
keeping up with the normal flow of 
trafic and in maintaining reasonably 
adequate speeds on upgrades. 

5. Driver aids. Automatic transmis- 
sions, power steering and power brakes 
on many trucks aid drivers in maintain- 
ing control. 

6. Added comfort. Driver fatigue has 
been lessened with such additions as 
shock absorbers, longer, wider and vari- 
able-rate springs that adjust to change 
in load conditions, advanced seat designs 
and increased cab ventilation and in- 
sulation. Muffler development has re- 
duced tiring noise levels. 





Micou F. Browne, agency vice presi- 
dent of Occidental Life of Raleigh, N. C., 
has been elected executive vice president 
of the company. He will continue as 
head of the field force. Graduate of 
N. C. State College, he has been asso- 
ciated with Occidental since 1936 and in 
charge of field operations for the past 
eleven years. 

R. Peyton Woodson III, Occidental 
treasurer, was elected vice president and 
treasurer of the company. 


* * * 


Paul Davidson, veteran San Diego 
fieldman for Acacia Mutual Life, is 
being congratulated on thirty years with 
that Washington, D. C. company. He 
served as manager of the San Diego 
agency for several years but by pre- 
ference he returned to personal produc- 
tion years ago. 


W. L. Haptey, Vice President-Secretary 
W. L. Crapp, Vice President-Advertising 
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Fabian Bachrach 
LELAND F. LYONS 


Leland F. Lyons vice president of New 
York Life, has been elected chairman of 
the board of trustees of the Graduate 
School in sales management and mar- 
keting of the National Sales Executive 
International. The school offers'a grad- 
uate course in sales management and 
marketing to leading business executives 
at Syracuse University in the spring of 
each year. It also ‘holds graduate semi- 
nars in various cities throughout the 
country during the year. Organized in 
1953 to develop professional standards in 
marketing and management, the school 
is sponsored by more than 350 leading 
business firms including such companies 
as General Foods, U. S. Steel and Shell 
Oil. Mr. Lyons is also a trustee of St. 
Lawrence University. 

x x 


Ernestine R. Robin is editor of The 
Hartford Agent which paper published 
by the Hartford Group has gotten out a 
50th anniversary issue. She succeeded 
John W. Longnecker as editor in 1948. 
Companies in the Hartford Fire Insur- 
ance Group are Hartford ‘Fire, Hartford 
Accident and Indemnity Co., Hartford 
Live Stock ‘Insurance Co., Citizen Insur- 
ance Co. of New Jersey, Columbian Na- 
tional Life Insurance Co., London-Can- 
ada Insurance Co., New York Under- 
writers Insurance Co., and Twin City 
Fire Insurance Co. 

* * 

Ann B. Henggi has been promoted to 
assistant editor of the “Pilot's Log,” 
field publication of New England Life, 
President O. Kelley Anderson an- 
nounced. Miss Henggi, a native of Oak- 
mont, Pa., and a graduate of Wilson 
College, Chambersburg, Pa., joined New 
England Life’s advertising and public 
relations department in 1955 and trans- 
ferred to the staff of the “Pilot’s Log” 
in 1956 as editorial assistant. 

‘<2 


Robert E. Goode, of the ‘fire and inland 
marine departments of Citizens Casualty 
of New York has been elected assistant 
secretary of the company. Mr. Goode 
has been with Citizens Casualty for 
four years. 

x 

Archie Slawsby, NAIA president, and 
Mrs. Slawsby have announced engage- 
ment of their daughter, Sheila Judith, to 
Ira J. Kowal, son of Mr. and Mrs, Leon 
Kowal of Newton Centre, Mass. The 
wedding is planned for August 30. 

Miss Slawsby is an alumna of Dana 
Hall School and Wellesley College, class 
of 1959. Mr. Kowal, graduate of Wil- 
liams, 58, now attends Boston Univer- 
sity Medical School. He is a member of 
Phi Gamma Delta. 


LESTER C. LAYMAN 


Lester C. Layman has been appointed 
manager of Beneficial Fire and Casualty, 
a wholly owned subsidiary of Beneficial 
In his 
new position, Mr. Layman will implement 
a plan of expansion for the affiliate in 
line with the parent company’s acceler- 
ated program of development. Formerly 
president and director of Security Insur- 
ance Co. of New Haven, Mr. Layman 
has been in insurance since 1931, and 
has been identified in an executive ca- 
pacity with Balboa Insurance Co. and 
the Aetna Insurance Group in its Hart- 
He was born in Co- 
vina, Calif., and was educated at the 


Standard Life of Los Angeles. 


ford home office. 


University of ‘Redlands. 
glk: eel 


A. Milton Burke, vice president ani 
manager of Occidental Life of Cali 
fornia’s mortgage loan department, re- 


tired July 31 after 29 years with the 
company. He has been an Occidentdl 
vice president since 1952 and mortgage 
loan department manager since 1949. He 
joined the company as assistant mar- 
ager of the department, and has seen 
the department grow from a staff 6 
three to a staff of 70. 


* * * 


Frank W. Pennell, State Mutual Liie 
New York, left by air a week ago to 
spend about six weeks on a chauffeur 
driven tour of Scotland, England, ‘France 
Italy, Switzerland, Germany, Holland ani 
Belgium. For many years a_ leading 
producer and general agent for State 
Mutual in New York, Mr. ‘Pennell mair- 
tains personal offices at 96 Fulton Street, 


New York. 
tik? ca 


Robert Duncan, president of the San 
Antonio Insurance Exchange has at 
nounced that his son, Dean Duncan, wil 
be associated with him in the Sergetl 
Duncan & Rine Insurance Agency, 10 
85 years of age. 

Dean Duncan, graduate of A & 1 
College, College Station, Texas, mayore 
in insurance and economics. He is back 
in San Antonio after completing tw 
years with the Quarter Master’s depart 
ment, and is a first lieutenant. 

x ok x 


R. E. Hawkins has been p~omoted 
bond manager at the American Insur 
ance Group’s Los Angeles branch oles 
after serving as assistant bond manage! 
since 1954. He began his insurance 
reer in 1947 with Fidelity & Depost 
later serving in supervisory positiom™ 
with Continental Casualty at Los At 
geles, Seattle and San Francisco. 
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Erwin S. Wolfson 
Builder of Skyscrapers 






Erwin S. Wolfson, one of the pioneer 
builders in the physical redevelopment 
of the downtown Manhattan insurance 
district, is chairman of the board of the 
Diesel Construction Co. 

For his activities as the builder of 
ew skyscrapers at 156 William and 123 

















ointed MWilliam Street in the insurance district 
a of New. York and the modernization of 
a Tis a building at 55 John Street, he was cited 
lement PY the Downtown Lower Manhattan As- 
jate inssociation for the William Randolph 
cceler- (Hearst Medal of Award in 1957. ‘Mr. 
rmerly pWolfson continues to keep his identifica- 
Insur- tion with the insurance district. 
ayman In connection with his new 55-story 
1. andpeoctagonal-shaped Grand Central City 
ve ca-eskyscraper to go up adjoining Grand 
o. anjecentral Terminal and which will be the 
-Hart- world’s largest commercial office build- 
in Co-@mg—containing 2.5 million square feet 
at the—mol space—one of the major tenants will 

be the Commercial Union Group of in- 

urance companies. 

The agreement with the Commercial 
nt ani@union was negotiated through Harry 
* Cali PW. Miller, United States Attorney for 





















hat group. It involves approximately 
hree floors of space in the projected 
skyscraper in which nearly 700,000 square 
leet of space has already been leased. 
Mr. Wolfson and his firm also act in 
a consulting capacity for the $20 mil- 
ion construction project being _under- 
aken in Chicago to house the Hartford 
Insurance Group, which includes the 
Hartford Fire and Hartford Accident 
and Indemnity. 

Mr. Wolfson, son of Cincinnati cloth- 
ing manufacturer, decided at an early 
age to study engineering, took one 
Semester on the subject at University of 
incinnati, came to the conclusion that 
e did not like it and instead majored 
n philosophy and political science. He 
first became interested in real estate in 
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Street, 224 while vacationing in Florida. Buying 
f couple of lots for $500 he built a small 
ouse for $5,500 and later sold the whole 

a package for $20,000. Then he came to 





ew York and during the city’s last 
post war boom he helped to erect $300 
illion worth of Manhattan’s new sky- 
scrapers. 

From the standpoint of his non-busi- 
€$s activities Mr. Wolfson has various 
interests. ‘He is a non-salaried member 
bt the Westchester County Parkway 
ommission. ‘Recently, he was presented 
ith a special Brandeis University Award 
: 4 testimonial dinner in the Hotel 
laza in his honor attended by 500 in- 
lustrialists, business people and. others. 
tis a trustee and chairman of the fi- 
nancial committee of the Academy of 
itigion and Mental Health; is a newly 
lected treasurer of the Hospital of Joint 
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nage Mseases, He is a former Democratic 
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Deposit » and is a director of Purchase 
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Reenact Father Marquette’s Canoe 
Trip From Chicago to New Orleans 


The two Chicago adventurers, at- 
tempting to reenact the historic canoe 
trip in which Father Marquette discov- 
ered the Illinois and Mississippi Rivers, 
ended in New Orleans this week after 
seven weeks of hard paddling, mosquito- 
infested swamps, and near exhaustion 
from the steambath conditions of the 
river. 

Arriving Saturday night in Chicago, 
after coming back upstream—but this 
time on the Illinois Central—the pair 
told of the hardships of the voyage 
which they believe equaled or surpassed 
those of the original Marquette expedi- 
tion. Gerald Burke, 22, of Wilmette, 
who wore the seventeenth century robes 
and saucer-hat like Father Marquette, 
said: “It was a great experience, but 
you couldn’t pay me to do it again.” Gra- 
ham Heikes, 22, Evanston, dressed as 
Marquette’s Indian guide, showed heav- 
ily calloused hands from the ten hours 
of daily paddling over the past seven 
weeks and they reported they were near 
exhaustion from the blistering heat of 
the entire trip, which became a steam- 
bath the past 17 days of almost constant 
rain in Louisiana. Both agreed the 
paddling was the easiest part of the 
trip. Mosquito-infested swamps and 
mud-encrusted equipment, as well as the 
fear of snakes, created much worse sit- 
uations ashore than afloat. 

The fact that they were insured for 
$100,000 against anything, including 
snakebite and Indian attack, by the Mar- 
quette- Metropolitan Insurance Group of 
Chicago and New Orleans, named for 
the famous Jesuit missionany-explorer, 
was little consolation to them. As a 
consequence they spent as much as 20 
hours at a stretch on the river to finish 
the trip as soon as possible. They even 
had meals while floating in the river to 
avoid the tortures of the shore. Once 
they fell asleep exhausted in the canoe 
early in the morning and floated down- 
stream for three hours fast asleep. 

“We got so hardened to the mos- 
quitoes that near the end of the trip 
they could bite us all night long and we 
could sleep through it,” said Burke. 

“Actually the worst part of paddling 
were the prevailing strong southeast 
headwinds during the day, which made it 
almost as difficult to paddle downstream 
as upstream against the two-mile-an- 
hour average current,” Heikes said. “It’s 
a popular misconception that we could 
just float downstream in a canoe. These 
headwinds make the surface water al- 
most stand still or go upstream, and a 
light shallow draft boat like a canoe does 
not get the benefit of the deep running 
current,” he said. 

However, Burke and Heikes found out 
the hard way that the canoe would 
drift downstream during hours of dark- 
ness because of the heavy river traffic. 
They pulled into Crystal City, 30 miles 
south of St. Louis, one evening, beached 
their canoe, and hiked three miles into 
town for supplies. Upon their return 
three hours later, the canoe was gone. 





Fearing a theft or prank, they called the 
police and Coast Guard who scoured the 
river area to no avail. 

However, the next morning a north- 
bound towboat captain spotted the canoe 
drifting aimlessly five miles south of 
Crystal City. ‘Coast Guard officers ex- 
plained that the canoe probably was 
floated off the bank by a temporary rise 
in the river and carried downstream at 
night. The boys took a bus to St. Louis 
and paddled the 30 miles for a second 
time. 

The pair left June 16 and arrived Au- 
gust 4 after covering approximately 
1,200 river miles, which according to the 
American White Water Affiliation is the 
first such canoe trip they have recorded 
in 30 years of record keeping. They 
traveled down the Illinois and Missis- 
sippi in their reenactment of portions 
of Marquette’s two trips between April 
1673 and May 1675. 

A Jesuit missionary from France, he 
paddled almost the entire length of 
Lake Michigan, the Illinois and Missis- 
sippi Rivers, both down and upstream. 
His aim was to find the outlet of the 
Mississippi. 

The insurance company, named for 
Marquette, sponsored the trip to recall 
Marquette’s contribution to history, 
opening the Mississippi Valley to set- 
tlement. Officers and agents of the com- 
pany along the river arranged civic cele- 
brations in the major towns for the 
young adventurers. They were given 
keys to six cities and honorary citizen- 
ship to three. 

They also carried messages from Gov- 
ernor Stratton to the governors of the 
downriver states, emphasizing the com- 
mon bond of river commerce between 
Illinois and all the states on the Mis- 
sissippi River originally discovered by 
Marquette. 

Resembling their historic counterparts 
because of the beards grown during the 
trip, the young canoeists have another 
connection with the great missionary 
priest. They are both recent graduates 
of Jesuit universities which were 
founded by the same group of mission- 
aries to which Marquette belonged. 
Heikes graduated from Loyola Univer- 
sity in Chicago, and Burke is a history 
major who has just graduated from John 
Carroll University in Cleveland. 

* * x 


Explain Jet Wheel Break 


Daily papers and scientific journals are 
still explaining the accident to the Boe- 
ing 707 jet wheel at International Air- 
port in July. Fortunately no one was lost 
in this collision. 

Most of the scientific journals seem 
to believe that a “snubber” has some- 
thing to do with the loss. The “snubber” 
is a shock absorber. 

New York Times explained: 

“After take-off the automatic brakes 
applied unusual pressure to fore and 
aft sets of wheels. This caused the 
wheels to rock violently back and forth. 
In their forward swing they traveled 
past the 10-degree point at which the 
‘snubber’ was stretched to the limit. 
The ‘snubber’ broke and the beam hold- 
ing the wheels smashed against the nut. 
The two front wheels fell to the 
ground with the severed beam section.” 

x * x 


New Philadelphia Arbitrator 


The American Arbitration Association 
has appointed ‘Arthur R. Mehr manager 
of its Philadelphia office, replacing P. ‘A. 
Roberts who resigned. He is in full 
charge of the Association’s activities in 
the Eastern Pennsylvania, Southern New 
Jersey and Maryland areas. 

‘Mr. Mehr, 32, attended Temple Uni- 
versity and is a graduate of the Charles 
Morris Price School. Before joining the 
staff of AAA in ‘May, \1956, he was with 
public relations, advertising and mer- 
chandising firms in New York and Phila- 
delphia. His first position with the As- 
sociation was tribunal clerk in Phila- 
delphia, assigned to arrange labor-man- 
agement, commercial and accident claims 
arbitration cases. In his new post, Mr. 
Mehr will supervise other tribunal clerks 
and will direct the educational and pro- 
motional work of the Association. Spe- 
cial emphasis will be given to encour- 
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aging the use of arbitration clauses in 
commercial contracts. 

Activities of the American ‘Arbitration 
Association, a non-profit membership 
corporation devoted to the advancement 
of knoweldge and use of voluntary arbi- 
tration, have been endorsed by courts, 
public officials, civic and professional or- 
ganizations and labor and management 
groups as a means of preserving good- 
will in business relations and also as a 
way of averting work stoppages by the 
arbitration of disputes between manage- 


ment and labor. 
* * 


Death of Lawyer John B. Shaw 


John B. Shaw, 70, well known in the 
field of admiralty law, died recently in 
Ellsworth, Maine, where he had a sum- 
mer home. He helped form in 1930 the 
law firm of Krusen, Evans & Shaw, 
Philadelphia, and after the war joined 
the legal department of Johnson & Hig- 
gins in New York and was _ general 
counsel of the Shipowners Claim Bu- 
reau. He belonged to several bar asso- 
ciations, the Circumnavigators Club of 
New York and MWHarvard Club of 
Boston. 

Born in ‘Machias, Maine, Mr. Shaw 
was graduated from St. ‘Paul’s School 
Concord, N. H., and Columbia Univer- 
sity. He was a Navy lieutenant in 
World War I. 2 


* * 


Death of Mrs. John W. Thompson 


The recent death of Mrs. Jolin D. 
Thompson, 90 years of age, native of 
Upton, Ky., marked the passage of a 
person well known to insurance people. 

Mrs. Thompson was the daughter of 
Col. 'W. H. Wheeler, originally of Upton, 
Ky., who wrote_ the first policy ever 
written in the Home of New York in 
Kentucky, and who later became state 
agent for the Home in Kentucky. He 
was later succeeded by a nephew, the 
late Lee Upton. Her husband, John D. 
Thompson, was an agent at ‘Horse Cave, 
Ky. Two sons and a grandson have been 
active in the fire and casualty business, 
including the late Jack R. Thompson, 
who years ago was connected with the 
Kentucky Inspection Bureau, and later 
with agencies at Ashland, Ky., and 
Louisville. 

Another son, Sterling G. Thompson, 
is head of an agency in Louisville, and 
is past president of the ‘Louisville Board 
of Insurance Agents. A grandson, Jack 
R. Thompson, Jr., is associated with. his 
uncle, Sterling G. Thompson, in. the 
local agency. business at Louisville. 

Mrs. Thompson is survived by two 
other sons, Jean W., and Lawless T. 
Thompson; eight. grandchildren and five 
great grandchildren. 
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Fireman’s Fund Shows 
Big Gain in Earnings 


FOR THE FIRST HALF OF 1959 





Underwriting Loss Reduced; President 
Crafts Sees Continued Improve- 
ment; 12% Gain in Premiums 


Fireman’s Fund Insurance Company 
and its affiliates earned $1.87 per share 
for the first half of 1959 as compared 
with 24¢ for the corresponding period 
last year, President James F. Crafts re- 
ported to shareholders. The Fund’s 
earnings for the six months’ period were 
$4.57 per share if Federal Income tax 
refunds received totaling $8,106,000 were 
included. Earnings do not include re- 
alized gain in the company’s investment 
portfolio but do includes increase in the 
equity in the unearned premium reserve. 

Underwriting Losses Cut 

Highlighting operations for the first 
half of this year, Mr. Crafts said that 
while the statutory underwriting loss 
was $5,024,000, “losses were reduced 
and showed signs of continued improve- 
ment.” Excluding interest on ‘Federal 
income tax refunds, the company’s in- 
vestment income increased 10% over 
the corresponding period last year. Net 
investment income, including interest of 
$946,000 on the tax refunds, was $7,597,- 
000. Net income from operations without 
consideration of gain on sale of secur- 
ities was $2,573,000, as compared with a 
loss of $2,377,000 for the ‘first six months 
of 1958. 

For the comparative periods the com- 
pany increased its premium writings 12%, 
from $111,723,000 to $125,490,000. The 
substantial gain in new business resulted 
in an increase in the company’s un- 
earned premium reserve of $11,404,000. 

“Our major problems still involve rate 
inadequacies,” President Crafts told 
shareholders. “Needed increases, follow- 
ing approval by regulatory authorities, 
are having beneficial effects upon cur- 
rent operations and if the inflationary 
trend in our economy is held in check, 
our loss and claim costs should stablize, 
and we can look forward to a return to 
normal underwriting profits.” 

Total admitted assets of the company 
as of June 30 were reported at a new 
high of $530,984,000. against $511.236.000 
on [December 31, 1958. The reserve for 
unearned premiums was $206.032,000. and 
the reserve for losses and loss expense 
was $120.208.000. Shareholders’ equity on 
the 3,000,000 shares outstanding as of 
June 30, 1959, including 35% of the un- 
earned premium reserve, was $81.32. 
Surplus to policyholders on June 30 
was $171,864,602, compared with $162,- 
745,437 at the close of 1958. 





Senate Hearing 


(Continued from Page 1) 


ings under chairmanship of Sen. Philip 
A. Hart (D., Mich.), substituting for the 
hospitalized spearhead of the insurance 
probe, Sen. Joseph C. O’Mahoney (D.., 
Wyo.). But O’Mahoney, in a prepared 
statement read by Hart, reflected his 
continuing interest in the proceedings by 
reasserting the vital importance of de- 
termining “how the public interest is 
being served under the system of state 
regulation adopted pursuant to the man- 
date of the McCarran-Ferguson Act of 
1945.” 
Barry on Bureau Membership 

Mr. Barry expressed the personal 
opinion that, despite “murderous” com- 
petition for fire insurance business, rates 
should be uniform. “Mandatory” rating 
laws, such as those of Texas, Louisiana, 
North Carolina, New Jersey and the Dis- 
trict of Columbia, which require at the 
very least that all companies maintain 


the 


rating bureau membership, are 
“soundest and fairest,” he declared. 

He also stated he is opposed to the 
right of “partial subscribership” to rat- 
ing bureaus, but conceded that the 
courts generally have upheld this right. 
But he denied, in response to questioning 
by subcommittee Counsel Donald P. 
McHugh, that the National Board of 
Fire Underwriters, in setting up a spe- 
cial committee of company chief execu- 
tives to study various rating problems, 
was seeking to devise a national pro- 
gram aimed at fighting filings for par- 
tial subscribership, deviating and inde- 
pendent rates, or that its establishment 
was prompted by the growth of such 
filings among the independents. 

Although he conceded that he _ per- 
sonally favors enactment of state laws 
to make bureau membership mandatory, 
he denied that the NBFU was attempting 
to set up a national legislative program 
to accomplish these objectives, or that 
it had given open approval and aid to a 
move by the Pacific Fire Rating Bureau 
to gain the sanction of state Insurance 
Departments to change its membership 
rules so as to bar the right of partial 
subscribership. 

NYFIRO Testimony 

The NYFIRO testimony was presented 
by General Manager Kenneth O. Smith 
and Counsel Abraham Kaplan, although 
Paul Newman, second vice president of 
Travelers Indemnity and chairman of 
governing committee, was on hand in 
response to McHugh’s demand that a 
“responsible” executive of a member 
company be available, if needed, to an- 
swer questions on policy matters. 

Sen. Kaplan, leading off for NYFIRO, 
emphasized that the issue of partial 
subscribership goes beyond the question 
of the right of companies to be partial 
subscribers, and embraces the factor of 
the right of such companies, as partial 
subscribers, to utilize the “work prod- 
uct” of the rating bureau in connection 
with its independent and deviating fil- 
ings. 

The Insurance Company of North 
America, for example, used NYFIRO 
statistics in developing its own lower 
rates in New York, Mr. Kaplan asserted. 

NYFIRO, in its testimony presented 
by Mr. Smith, answered the independ- 
ents’ charges by claiming that it “was 
not trying to prevent competition, but 
only seeking that competition be reason- 
able and in conformity with the stand- 
ards” of the all-industry rating law. 
Rates Should Conform to Standards 

NYFIRO does not contend that rates 
must be uniform, or object to “com- 
petitive opportunity” for those com- 
panies desiring to deviate or act inde- 
pendently, the bureau emphasized. 

But the all-industry laws require all 
rates to conform to standards, and those 
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St. Paul Reports an 
Underwriting Profit 


HALF YEAR FIGURES ARE GIVEN 





Assets of $336,545,364 and Policyholders’ 
Surplus of $145,564,995 Increase 
in Six Months 





Consolidated operations of the St. 
Paul Fire and Marine for the first six 
month of 1959 resulting in an underwrit- 
ing profit of $423,645 and an increase in 
premiums written of $1.2 million. West- 
ern Life Insurance Company, Helena, 
Mont., a St. Paul affiliate, figures are not 
included. 


A. B. Jackson, president, said the 
first six-month underwriting profit rep- 
resents less than one per cent of the 


$78,037,438 net premiums written during 
the first half of 1959. Yet the slight 
underwriting profit is an improvement 
over the $1.8 million dollar underwriting 
loss the company reported for the first 
six months of 1958. 

During the first six months, insurance 
losses totaled $39.9 million, about $800,- 
000 higher than the same period a year 


ago. Loss expenses totaled $5.9 million, 
and underwriting expenses and taxes 


came to $28.8 million, slightly less than 
a year ago. Investment income for the 
first six months of 1959 totaled $4.6 mil- 
lion, about $490,000 higher than a year 
ago. 

Net gain from operations (which in- 
cludes investment income, underwriting 
profit and other income, less taxes) to- 
taled $4.7 million for the first six months. 
Last year’s first six-month report 
showed a net gain from operations of 
$2.4 million. Policyholders’ surplus in- 
creased some $2.6 million during the 
first six months. 

As of June 30 consolidated figures 
show group assets of $336,545,000 against 
$320.282.000 at the close of 1958. Policy- 
holders’ surplus is $145,564,995, compared 
with $142,945,000 six months ago. 


Scottish Union Accepting 
Norwich Union Stock Bid 


The Norwich Union offer to purchase 
all shares of the Scottish Union and Na- 
tional of Great Britain appears well on 
its way to acceptance. It is announced 
by John N. Kidd, United States manager 
of the Norwich Union—Eagle Insurance 
Group, that the offer which will be open 
until August 27, has already been ac- 
cepted by more than 91% of stockholders. 

It would look that the Scottish Union 
will join the group which comprises the 
Norwich Union Life Insurance Society 
and Norwich Union Fire Insurance So- 
ciety Limited. Assets of the Norwich 
Union Group total £190,000,000 and those 
of the Scottish Union £45,000,000. 

It is the intention of the new group 
that the combined results will be em- 
ployed to enable each company to com- 
pete more effectively than ever before 
in Britain and throughout the world. 
Everything affecting the joint interests 
of the companies will be approached in 
the principle of partnership. 
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Royal Exchange, Atlas 
Announce Merger Plan, “ 


Two English insurance companies a, 
nounced a merger agreement in Londo, 
Wednesday. They are the Royal 
change Assurance, incorporated in 17) 
and the Atlas Assurance, founded ;, 
1808. E 

Royal, with an authorized capital 
£6,000,000_ ($16,800,000), will give 


=— 
















will 
($5.00) of capital stock for each thre 
Atlas shares of 10 shillings ($1.40) eag, 
Atlas has an authorized capital of g 
200,000 ($6,160,000) and stock issued } 
that amount. The two companies, { 
gether with Sun Insurance, had alreag 
entered into an agreement last year 
put all their United States affairs unde 
a common management. 





Phoenix Minn. Changes [this s 


Phoenix of London Group announed coasta 
retirement of William J. Morris, effedMland | 
tive September 16. Mr. Morris join produc 
Phoenix in 1920 and since 1937 has bee fered | 
state agent for the Minnesota territory! the m: 

Succeeding Mr. Morris is William (HM Ded: 
Woodward, who has been appointed spelfMtor, th 
cial agent. Business for Minnesota i annive 
under jurisdiction of the Western dd the pu 
partment, Robert H. Kitchen, managef necker 
at Chicago, first is 
expans 
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The Hartford Agent, official publica- 


Capital off ion for agents of the Hartford Fire In- 


give MR urance Company Group, is observing 
ach thre its 50th anniversary with the issuance of 
1.40) eae 4 special edition now being distributed. 
al of 2 It is one of the oldest company mag- 
issued j azines for agents in the property insur- 
AN1eS, toP ance business. 
id already Highlights of the 40-page Golden An- 
st year Wl wiversary issue are a feature article by 
Airs unde Rgitor Ernestine R. Robin and a 12-page 
picture story showing the many people 
and steps involved in producing each 
jue. Thirty-four photographs make up 
nges this series. The edition has a gold cover 
g with a full color photograph of a Maine 
































Announce coastal scene showing the famed Port- 
ris, effelifland Head Lighthouse. Enlarged re- 
ris joinell™ productions of this picture are being of- 
has beelitfered Hartford Agent readers to mark 
territoy!§the magazine’s anniversary. 

Villiam (Bt Dedicated to its founder and first edi- 
inted spelMtor, the late John W. Longnecker, the 
inesota i@eanniversary issue traces the history of 


the publication from the time Mr. Long- 
necker was engaged as editor, to the 
first issue in June, 1909 and through its 
expansion during the past 50 years. 
Circulation of The Hartford Agent has 
more than tripled from the _ original 
printing of 8,100 copies to the current 
distribution of nearly 32,000 copies 
monthly. ‘Fourteen tons of paper were 
used to print the enlarged anniversary 
edition of the publication. 


stern de 
manager 


Start of Magazine by Longnecker 


Editor Robin, in an article on the 
history of the magazine, writes as fol- 
lows on its origin by Mr. Longnecker: 

It was February 20, 1909. A _ shirt- 
sleeved young man, wearing a green eye- 
shade, hunched over a reporter’s type- 
writer in a corner of the empty city 
room of the Minneapolis Tribune, was 
§ typing: 

“I would be pleased to accept a position 
with the Hartford Insurance Company, 
and if called will come to them at any 
time they may desire, upon reasonable 
notice, and at a salary to start of $50 per 
week. If I do not make good, or if diy 


‘ts cannot get results in the line suggested 
m your letter, I would have no personal 
J. & 0, objection to stepping out. 


“‘T have never failed in any proposition 
d I have undertaken and have enough con- 
fidence in myself to believe that I can get 


>= Bout a publication of which your clients 
ease would be proud. Of course there would 
9 have to be a measure of cooperation upon 


it the part of the officers of the company, 
but that is a foregone conclusion. 


° “I do not know what the feelng of the 
wie East is in regard to Western men, but 
needs, I understand that they are willing to put 
ble fori up with some of our seemingly uncouth 
ations, fe "thods because we have the habit of 

getting what we go after. I certainly 

s ful appreciate your letter.” 
stibles _ And as he signed the letter, the flour- 
uc ish to the “J” of John and to the tail of 
50 up. the “g” in Longnecker were just a little 
vaila longer and more emphatic than usual. 


* It was a signature which hundreds of 
Hartford agents and company people 
were to come to know well during the 
next 34 years. 
Year of Uncertainty 
That was the day, one might say, that 
he Hartford Agent was conceived and 
began to take form in the mind of its 
editor, 
_ Confident as were his written words, 
it was a very apprehensive young West- 
emer who limped into the dignified office 
of Vice President Richard M. Bissell at 
the Home Office of the Hartford two 
months later, early in May. John Long- 
necker knew, of course, that he would 
€ received with courtesy and consid- 
tration. 
f The men in this company are a very 
ce Set of men, from every point of 
ae would be splendid men to work 
ith. So Henry K. Hannah, head of the 
artford s New York advertising agency, 
written in his first letter proposing 
at John Longnecker should become 


on “All 




















“Hartford Agent” 50 Years Old; 
Founded by John W. Longnecker 


President James C. Hullett of the 
Hartford Fire Insurance Company Group 
reviews with Editor Ernestine R. Robin 
the first copy of the 50th anniversary 
edition of The Hartford Agent, compar- 
ing it with the initial issue of 1909. The 
publication, one of the oldest company 
magazines for agents in the property in- 
surance business, is observing its Golden 
Anniversary with a_ special 40-page 
Summer issue. 


the editor of an as yet unborn fire in- 
surance company house organ. 

It had taken him only three days to 
make up his mind to reverse ‘Horace 
Greeley’s advice to young men. A $50 
a week salary was a fortune to a news- 
paper man in 1909 and he had a wife 
and a baby daughter. He knew he 
could write. Hadn’t he been a star re- 
porter in Marshalltown, Iowa? 

He knew he could edit. In three years’ 
time he had made the’ Tribune’s 
“Hustler” the best-known newspaper 
house organ in the country. He had the 
managing editor’s word for it. 

His circulation promotional schemes 
had been considered pretty wild and 
daring, but they had put the “Trib” in 
the number one position in Minneapolis. 

But this was the effete East. He had 
no college diploma; he knew absolutely 
nothing about insurance. He had few 
social accomplishments (except when the 
deuces were wild) and he moved with 
the lumbering gait of the polio cripple 
because of the heavy iron braces on his 
legs. Still, he had a pocket full of ideas 
to propose to the Hartford—and a year 
in which to make good. 

Mr. Bissell had said: 

“In regard to the house organ, it grows 
increasingly evident that I will be able 
to give very little attention to this mat- 
ter. We are therefore willing to make an 
arrangement with the young man in 
Minneapolis, Mr. Longnecker, provided 
he is willing to take some risk. We may 
conclude after trying the plan out this 
year to drop it on the first of January, 
or we may find it so advantageous as to 
persuade us to continue it indefinitely. 
Is \Mr. Longnecker willing to leave his 
present place even in the face of some 
uncertainity? If so, I think we should 
be willing to endeavor to make an ar- 
rangement with him. He has _ good 
recommendations, though we ought 
really to see him and have a conference 
with him before deciding definitely to 
engage him. Do you think this can be 
arranged ?” 

Pattern Is Set 


One month to the dot later. in June, 
1909, Volume 1, Number 1 of The Hart- 
ford Agent rolled off the press and onto 
the desks of 8.096 surprised Hartford 
Fire Insurance Company agents. It had 
32 crammed pages 934” by 614” in size, 
(Continued on ‘Page 26) 
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Blum Writes O’Mahoney Committee 
Rates Should be Based on Experience 


Arthur F. Blum of Rockaway Park, 
president of the New York State Asso- 
ciation of Insurance Agents has written 
on behalf of the association to all mem- 
bers of the O’Mahoney Committee now 
studying rate regulation and rating bu- 
He points out that contrary to 
previous 
there 


reaus. 
coming out of 
testimony the 


is a tremendous amount of competition 


press reports 


before committee 


prevalent in the insurance business be- 
cause of the numerous types of com- 
panies engaged in insurance. 

Mr. Blum also points out that unlike 
any other commercial contract insurance 
contemplates payment of the premium 
to guard against a future fortuitous oc- 
currence. The pooling of experience has 
been the only method yet devised by man 
to guarantee a rate which will not be 
excessive or inadequate, discriminatory 
or otherwise unreasonable. Mr. Blum 
goes on to state that the direct writers 
and deviators are themselves “violators 
of the Federal Law of Unfair Competi- 
tion because instead of producing a bet- 
ter rating system they arbitrarily accept 
and use the experience of statistics of 
the rating bureau and then based on 
some future guess make a filing of some 
percentage below that which experience 
has shown to be the proper filing. These 
companies then go on,” Mr. Blum states, 
“to a practice of filing cut rates in order 
to obtain business and then after they 
have the business make a _ subscquent 
filing increasing the rate.” Mr. Blum 
states “it is submitted that rate-making 
should not be dictated by the head of the 
sales department, but that it should be 
treated as a science and based on cold 
statistics and experience. 

“While insurance is a regulated in- 
dustry insofor as rate making is con- 
cerned in each of the states and in the 
District of Columbia, nevertheless, some 
direct writers are wholly owned and 
controlled by merchandising corporations 
not subject to the supervision of any 
insurance Superintendent or Department,” 
writes Mr. Blum. “The Federal Reserve 
Banking Act does not permit a bank 
to be controlled by a non-banking cor- 
poration. Many evils and unfair methods 
of competition follow control of a regu- 
lated industry by a non-regulated cor- 
poration. 

“The purchasing power of the parent 
corporation can be used to influence the 
acquisition of business for the wholly 
owned subsidiary. Furthermore, the 
parent corporation is in a position to 
subsidize the wholly owned subsidiary in 
order to-justify a lower rate for the 
purpose of obtaining business by an un- 
fair competitive practice and after the 
business is obtained, cancelling off as 
much of the business as the wholly 
owned subsidiary does not desire to re- 
tain thereby keeping the cream and 
thereafter seeking an increase in rates. 
In our state direct writers make it a 
practice of filing cut rates in order to 
obtain business and then after they have 
the business make a subsequent filing 
increasing the rate. It is submitted that 





ARTHUR F. BLUM 


rate making should not be dictated by 
the head of the sales department but 
rather should be treated as a science and 
based on cold statistics and experience.” 








N. J. AGENTS’ PROGRAM 


Highlights Presented of 66th Annual 
Convention at Hotel Traymore, At- 
lantic City, Sept. 14-15 
The New Jersey Association of Insur- 
ance Agents has announced the program 
for the 66th annual convention to be 
held at the ‘Hotel Traymore in Atlantic 
City, September 14-15. The first gen- 
eral session Monday morning will fea- 
ture reports of the administration by 
President Milton H. Grannatt, Jr., Tren- 
ton, and of chairmen of numerous com- 
mittees. Amendments to the constitu- 
tion and by-laws will be considered and 

new officers elected for 11959-60. 

That afternoon Winthrop W. Clement, 
public relations director of American In- 
ternational (Underwriters, New York, will 
speak on “New Money in Your Agency.” 
as will also Kenneth ‘Walsh, Philadel- 
phia Life Insurance Co., and Jack Moran, 
Marine Office of America, New York. 
There will be a dinner-dance that even- 
ing. 

On Tuesday morning, September 15. 
there will be reports on Road Aid and 
by the state national director. This will 
be followed by a panel designed to ex- 
port new ideas for effecting savings in 
agency offices. John N. Cosgrove, Na- 
tional Underwriter, New York will speak 
on a subject to be announced. 

At the closing luncheon session the 
Wilson Memorial Cup Award will be 
presented and new officers installed. 
Ira F. Weisbart is convention general 
chairman and Edwin M. Rothberg pro- 
gram chairman. 





Slawsby, Johnson to Head 
NAIA Advertising in 1960 


As part of a coordinated plan de- 
signed to encourage more members of 
National Association of Insurance 
Agents to participate in their big “I” 
advertising program, Paul H. Jones. 
Tucson, Ariz., NAIA vice president and 
chairman of the executive committee, 
announces that committee leadership for 
1960 will be divided equally between 
fund raising and management of the ad- 
vertising program. 

Mr. Jones has appointed Dave John- 
son, Pensacola, president of the Florida 
Association of Insurance Agents, as 
chairman of the 1960 advertising fund 
raising committee, and President Archie 
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Personal Attention for Your Problen 


M. Slawsby, Nashua, N. H., as chairm 
of the 1960 advertising manageme 
committee. 

Both Mr. Slawsby and Mr. Johns 
are already active in the _ preparate 
work on the 1960 advertising campaig 


It is expected that Mr. Johnson, pa 


ticularly, will attend many agents’ mee 
ings in a concentrated effort to “sé 
the members on the advantages of pz 


ticipating in the national advertisiag 


campaign. 

The fund raising phase of the 19594 
vertising program, which has ais 
more than $1,000,000 for the second ce 
secutive year, is nearing its final sta 
September 1 has been set as the ded 
line for 1959 subscriptions. National # 
vertising, on evening news, weather 
sports television programs over 160 st 
tions, will continue through the sprit 
of 





Producers’ Qualification 
Course Starts August ! 


The Insurance Society of New Yo 
will begin another agents and_ broke 
qualification course on August 17, to pt 
pare candidates for the December sti 
examination. In addition to qualify 
for the New York state license, # 
course is also approved by the New Jé 
sey Insurance Department. Classes mé 
on Monday, Wednesday, and Fné 
evenings from 5:45 to 8:30 P.M. 

In addition to the regular class-w% 
quizzes, examinations, and _homew® 
problems are given frequently throug 
out the course. These exercises and! 
resultant class discussions are used! 
the best possible advantage as teachif 
tools toward the development ot Pf 
tical, competent, self-confident imsuta" 
producers. ; 

This objective is also achieved | 
limiting the number of students in! 
class to 25, Interested candidates show 
register at the Society’s offices a: 
Broadway. Further information ma) 
obtained by calling WOrth 2-4111. 
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Sales Seminar—One of 

NAIA Meeting Features 
LES GIBLIN TO BE MODERATOR 
This Session Scheduled for September 22 


to Be Devoted to “Human Rela- 
tions—Key to Selling” 





















“Les Giblin of Ridgewood, N. J., na- 
tionally known sales personality, will 
conduct a unique sales seminar at the 
ird annual convention of the National 
Association of Insurance Agents in Chi- 
cago, September 21-23. 

In revamping the convention program 

this year new approaches to selling, ad- 
yertising, and education will be empha- 
sized, with the theme of the meeting 
being “Selling—Key to the Future,” ac- 
cording to NAIA President Archie M. 
Slawsby. | : 
_ The main feature of the selling theme 
| will be Mr. Giblin’s seminar on “Human 
Relations—A Key to Selling,” at the 
Tuesday morning session, September 22. 
Mr. Giblin, who has served as consult- 
ant to national business organizations, 
is also the author of widely read sales 
books, including the best seller, “How 
to Have Confidence and Power in Deal- 
ing With People.” | 

He has a dynamic personality and 
makes an entertaining presentation. His 
seminar will be specifically directed at 
3 selling techniques in the fire and cas- 
ties) ualty insurance field. 


1, N.Y, Officers to Be installed Sept. 23 


) In line with the policy to streamline 

the convention, one of the major changes 
Neulinge § in the program will involve installing the 
new officers of NAIA immediately after 
their election Wednesday afternoon, 
September 23. In the past years, new 
oficers have been traditionally installed 
at the annual banquet on Wednesday 
evening just prior to the entertainment. 
















New Hampshire Fire Reports 
Better Underwriting Results 


The New Hampshire Fire Insurance 
Group for the first six months of 1959 
reports improved underwriting results. 
Net premiums written of $23,084.509, ex- 
ceeded by $2,467,333 or 12%, the business 
written during the same period of 1958, 
and required an increase of $1,820,700 
to the unearned premium reserve. A 
statutory underwriting loss of $453,243 
compared with a loss of $1,402,871 in the 
1958 period. 

Net investment income rose to $877,- 


010 which, combined with underwriting 
results, produced an operating profit of 
$423,767, or $1.06 per share, contrasted 
with a loss of $1.29 per share in 1958. 

Capital gains of $2,030,402, together 
with other surplus adjustments, in- 
creased policyholders’ surplus to $27,- 
067,481 and ‘ictal assets of $1,099,540. to 
$84,723,758. 





Maryland Law Revision 


‘Chairman Joseph D. Tydings of the 
Governor’s Commission to study and re- 


vise the general insurance laws of 
Maryland announces that the commis- 
sion office, Baltimore, opened August 1. 
Comments and suggested improvements 
in the state insurance laws are re- 
quested, and should be addressed to Paul 
T. McHenry, Jr., reporter for the com- 
mission. 

The commission’s work is scheduled to 
conclude with a report to the Legislative 
Council on June 1, 1961. The last revi- 
sion and recodification of Maryland in- 
surance laws was in 1922. 
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advertising 
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has raist 


r. Johns 


Outstanding talent will be on hand at 
the banquet to provide a relaxing and 
well-earned evening of entertainment to 
close out the convention. 

The presidential ball will be held 
Tuesday evening, with music and enter- 
tainment by Guy Lombardo and His 
Royal Canadians. 

Another innovation at this year’s con- 
vention will be the National Association 
exhibit which will display the various 
publications and informative and educa- 
tional literature produced by the NATA. 
The display will point up the many es- 





econd ce Sential functions performed by NATA ex- 

final stage Clusively for its member agents, includ- 

the det img the million dollar national advertis- 

‘ational age "8 program. 

eather ai Many insurance companies have do- 

er 16) sim Nated valuable door prizes. The draw- 

the sprigm (Mg, for these prizes, as well as the ex- 

hibit door prizes, will be held at the 
closing general session September 23. 

on 

gust || Wander Asst. Manager of 

New Yo Phoenix Middle Dept. 

id brokeg’ Appointment of George A. Wander as 

17, top “SSistant manager of the Middle De- 

abe event is announced by Phoenix of 
if London Group. Mr. Wander started his 

quali" “surance career in 1935 and joined 

cense, ti) Phoenix in 1951, as multiple line special 

» New Je *8ent. He became state agent for New 

lasses mi Jersey in 1952 and resident manager of 

1 Fe e Newark service office in 1956, 

n¢ bo Wander will be associated with 

M. eon L. Denson, manager of the group’s 


class-wo% 





middle department at Philadelphia. 
eorge S. Annis succeeds Mr. Wander 





ewe 
a pol Manager of the Newark service 
y me Olce. A native New Englander, Mr. 
es and! Annis has had many years of underwrit- 
-e used "8 and field experience, most recently 
s teach " the group’s Boston office. a 
t of pe 
t insure 
nieve’ Di PHOENIX DIVIDEND 
nieve iB rectors of the Phoenix Insurance 
nts ‘hs a °™Pany have declared a dividend of 
ates S seventy-five cents a share. The dividend 


ces at 
on may} 
4111. 







IS payable Oct 
recor} Dee to stockholders of 


Loyalty Group 





THE CONTINENTAL INSURANCE COMPANY...............eeeeeee0+bSt. 1853 


FIDELITY-PHENIX INSURANCE COMPANY..............002eeeee00+++bSt. 1874 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 1855 


NIAGARA FIRE INSURANCE COMPANY.......cccccccssccsescceecees + ESt. 1850 


THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 


NATIONAL-BEN FRANKLIN. INSURANCE COMPANY..................Est. 1866 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............Est. 1909 


MILWAUKEE INSURANCE COMPANY...........csececceceececeecesssESt. 1852 


ROYAL GENERAL INSURANCE COMPANY OF CANADA..............Est. 1906 


THE YORKSHIRE INSURANCE COMPANY OF NEW YORK..........Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 
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Rimmer & Co. Division 


Of Appleton & Cox, Inc. 


Arrangements whereby Frank Rim- 
mer & Co., managing general agency of 
Dallas, will become a division of Apple- 
ton & Cox, Inc., New York City firm 
of underwriters and managers, by De- 
cember 31, were announced by Frank 
Rimmer, Jr., and Tom E. Eggleston, 
partners in the Dallas firm. 

The Rimmer office, which was estab- 
lished in 1925 by the late Frank Rimmer, 
Sr., will continue to function as hereto- 
fore with the same personnel, with the 
main change being incorporation of the 
general agency. One major benefit of 
the plan, it was said, will result in vari- 
ous accounting economies that will re- 
duce operating expenses. The Rimmer 
agency has represented Appleton & Cox 
throughout its 34 years. Officers of the 
incorporated agency are Frank Rimmer, 
Jr.. president, and Mr. Eggleston, vice 
president. 





N. Y. City Agents’ Golf 


Tournament September 1 
The sixth annual golf tournament of 
the New York City Insurance Agents 
Association, Inc. will be held at the 
Rockville Country Club, Rockville 
Centre, L. I., Tuesday, September 11. Wil- 
liam A. Hanssler, president of the asso- 
ciation, has appointed ‘Frank Rogers to 
act as chairman of the committee in 
charge of arrangements. He will be as- 
sisted by Herbert ‘Ray, Courtney Theurer 
and \David White. 

The President’s Cup and the Trophy 
contributed by Hooper-Holmes Bureau 
will be put in competition, along with 
many other prizes. 





Senate Hearing 


(Continued from Page 22) 


provisions designed to guarantee “so 
called ‘competitive freedom’ are subject 
to the requirement that all filings must 
conform to the standards, that rates must 
be reasonable, adequate and free from 
unfair discrimination,” NYIFIRO stated. 

Furthermore, “any aggrieved person or 
organization should have the right to 
question the use of loss leaders or in- 
adequate rates in the insurance busi- 
ness,” NYFIRO added. 

It charged that the independents, 
rather than the bureau companies, have 
been responsible for the campaign of 
“harassment of the industry as a whole” 
through a program to “devitalize the 
standards and eventually destroy cooper- 
ative rate making.” 

NYIFIRO asserted that its work “is 
essential in the interest of the insurance 
industry and the insuring public, in the 
preservation of the standard of rate 
making. to the end that rates shall be 
reasonable, adequate and not unfairly 
discriminatory.” 


Wikler Retained by NAIC 


New Hampshire Insurance Commis- 
sioner Donald Knowlton, meanwhile, 
confirmed reports that former New York 
Superintendent Julius S. Wikler has 

to the NATC 


been retained as counsel 
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committee on the preservation of state 
regulation, which Mr. Knowlton heads, 
to “coordinate” association activities in 
connection with the Senate probe. 

Witnesses scheduled to round out the 
week included John A. ‘North, Phoenix 
of (Hartford president, for 
Lawrence D. Gilling, Association of In- 
surance Buyers, Kansas City, Mo.; Ken- 
neth E. Black, president, Home Insur- 
ance Co.; Charles M. Close, executive 
vice president, Great American Group, 
for Inter-Regional Insurance Conference, 
and J. Victor Herd, president, America 
Fore Loyalty Group, for NBFU. 






“Hartford Agent” 


(Continued from ‘Page 23) 


devoid of illustration and bound be- 
tween severe grey covers. 
ee ere 

In 1948, after 37 productive satisfying 

years, John W. Longnecker retired and 

I was appointed editor. Inasmuch as no 

one can fairly judge his own accomplish- 

ments, or lack of accomplishments, it is 


the ATA; 





ST. PAUL DIVIDEND 


October 16. 








=. 


at this point that I must leave to Some 
historian of the future the task of 
porting The Hartford Agent’s “contig 
story.” May he enjoy half as much ag} 
have the re-telling of this history 
“the book” from birth to ripe middle ag! 









Directors of the St. Paul Fire ay 
Marine have declared a quarterly diy, 
dend of 32% cents a share, payabj 
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Aid of the Month 








A SURE CURE FOR SALES 
TO DOCTORS AND DENTISTS 


Most medical men have thousands of dollars’ worth 
of professional equipment that is not adequately in- 
sured. And many of them don’t know it! This fact 
presents countless opportunities to give your sales a 
welcome shot in the arm. 


With Aetna’s Physicians’, Surgeons’ and Dentists’ 
Equipment Floater you will be able to offer a special 
policy which can provide all-risk protection against 
the major hazards and then some — whether loss is 
incurred on or off the premises. 


Today, with the great increase in the original as 
well as replacement cost of equipment, the need for 
this protection will be quickly recognized by doctors, 
dentists, optometrists, osteopaths, chiropractors and 
chiropodists in your area. 


TO HELP YOU UNCOVER PROSPECTS in this lucrative mar- 
ket we have a sales aid and mailing piece which dra- 
matically points out what’s missing in the prospect’s 
existing protection. Your Aetna fieldman will be glad 
to tell you all about it. 









AETNA INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 





Worldwide Insurance through our Foreign Dept., AFIA 
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There now exists in Class with the 
American Bureau of Shipping 8,269 ves- 
sels of 45,656,386 gross tons, an increase 
of 1,110,000 tons over the total at this 
time last year, Walter L. Green, chair- 
man of the board of the bureau, stated 
at the recent semi-annual meeting in 
New York City. He retired on July 
31 and was elected an honorary vice 
president of the bureau. Mr. Green told 
the meeting that about 20% of these 
vessels are temporarily inactive. To the 
vessels existing in Class there will be 
added the 505 vessels of 7,010,636 gross 
tons now on order to be built to Bureau 
Class in shipyards throughout the world, 
making a grand total of 8,774 vessels 
of 52,667,022 gross tons. 

These vessels are owned and regis- 
tered in every major maritime nation. 
The figures includes seagoing and 
coastal tonnage, Great ‘Lakes and river 
craft, both self-propelled and non-pro- 
pelled. i 

During the first six months of this 
year applications for (Class of new ves- 
sels to be built were received covering 
254 vessels of 687,590 gross ttons, Mr. 
Green said. This is a decrease of 597,- 
349 tons from the total for the similar 
period in 1958 and 2,500,000 tons from 
the 1957 figure, and reflects the de- 
pressed condition existing for some time 
in world-wide shipping. The new con- 
tracts for ‘Classification received thus 
far this year cover 223 vessels of 296,- 
980 tons to be constructed in the United 
States, and 31 vessels of 390,610 tons to 
be built abroad under bureau super- 
vision, 

Included in this new business are two 
tankers of 87,500 deadweight tons each 
to be built by the Mitsubishi-Nagasaki 
Work for Anglo-American Shipping Co., 
(Bermuda) Ltd., an affiliate of the Naess 


interests. One 73,000 ton tankship is to 


be built for Olympue Shipping and Trad- 


Ding Corp., by the Yokohama Mitsubishi 
> yard. 


Overseas Bureau 


“The Bureau’s business in overseas 
ports has ‘been maintained at a satis- 
factory level,’ Mr, Green reported. “A 
total of 62 new vessels were completed 
to Bureau ‘Class in overseas shipyards 
during the first half of this year, these 
aggregating 804,106 gross tons, which 
is 129,157 tons less than the total for the 
similar period in 1958. Except in 1955 
and 1958, this total has been steadily in- 
creasing in each of the post war years. 
in the year 1958, 1,637,038 gross tons of 
merchant shipping were completed in 
overseas shipvards to Bureau Class, 
compared to 1,761,866 tons in 1957, 1,493.- 
787 tons in 1956, 746,588 tons in 1955, 
951.911 tons in 1954, 713,637 tons in 
1953, 435,696 tons in 1952, and 359,328 
tons in 1951, 

“New vessels building to Bureau Class 
requirements in Canadian, European, 
South American, Taiwan, and Japanese 
shipyards now aggregate 309 of 5,863,- 

sross tons, a decrease of almost 

000 tons over one year ago. This 
represents more than four-fifths of our 
total new business now in hand. com- 
pared to 80% 12 months ago. Building 
to Bureau Class in United States ship- 
yards are 196 vessels of 1,146,890 tons. 

number of these new ships will be 
completed in 1959, but others will not 
be finished until 1961 and 1962, 

Tn England and Wales, six vessels 
are being constructed to American Bu- 
teau of Shipping Class. Of these, four 
‘re oil tankers and two are cargo ves- 

is, all being export orders. 
large number of vessels aggre- 


gating 802,470 gross tons are currently 
being built to Bureau Class in Italy. A 
total of 45 are for registry or owner- 
ship in Italy. In addition, there are 
seven for export. Included are 11 cargo 
vessels, 21 tankers, (seven of which are 
to be of 45,000 deadweight tons or over), 
18 bulk carriers, one big ore or oil car- 
rier and one passenger ship. Outstand- 
ing among these vessels now building to 
Bureau Class requirements in Italy is 
the trans-Atlantic luxury passenger liner 
‘Leonardo Da Vinci,’ of 30,500 gross tons, 
now approaching the completion stage 
at the huge Genoa yard of Ansaldo. The 
keel for this vessel was laid on June 
23, 1957, and it was launched on Decem- 
ber 7, 1958, 

“In France, nine large tankers, 10 
bulk carriers and one passenger liner 
are under ‘construction to Bureau Class, 
these totaling 440,000 gross tons. Of 
these, 17 will be registered in France, 
the balance of three being export busi- 
ness. Two of these export vessels will 
upon completion be among the largest 
oil tankers in the world owned by any 
oil company, being of 72,600 deadweight 
tons. These are being constructed for 
the Tidewater Oil ‘Co. at Ateliers & 
Chantiers de France. The keel was laid 
in October, 1957, for the 60,000 gross 
ton 2,000 passenger liner France being 
built for the French line by Chantiers 
de L’Atlantique to American ‘Bureau 
‘Classification requirements. 

“In Belgium we ‘have 14 vessels under 
way. Of these seven are for registry in 
Belgium and seven are export orders. 
Included are five large cargo vessels 
ordered by Compagnie Maritime Belge, 
one bulk ore carrier of 34,000 tons for 
Pan Ore Steamship Co., and four tank- 
ships of 45,000 tons each. Two of the 
latter are for the Atlantic Refining Co. 
and two are for the Cal-tex Group,” Mr. 
Green continued. 

“A total of 23 vessels of 486,730 gross 
tons are being built to Bureau Class in 
Holland. Of these 19 are large oil 
tankers, one liquid propane gas carrier 
and three freighters. Nine will be for 
registry in Holland and the balance of 
14 are for export. Five of the tankers 
will be of 47,000 deadweight tons or 
over. 

Germany and Japan 


“In Germany 11 cargo vessels, 28 tank- 
ers, 14 bulk carriers and six refrigerated 
cargo ships, a total of 59 of 1,069,723 
gross tons, are being built to Bureau 
Class. Twelve of these vessels are for 
German flag registry, the balance of 47 
being export business. Nineteen of the 
tankers are of 45,000 deadweight tons 
or over, including 5 of 65,000 tons. 


“A total of 79 vessels are now on order 
to be built to Bureau ‘Class in Japan, 
these aggregating 2,084,733 gross tons. 
Included are 10 cargo vessels, 52 tank- 
ers, 11 bulk ore carriers, 2 ore or oil 
carriers, one self-unloading bauxite car- 
rier, a small passenger ship, one train 
ferry and a big hopper dredge. Of these 
vessels, 10 are for Japanese ship owners 
and 69 are for export. Of the 79 vessels 
48 are ore carriers and tankers will be of 
45,000 deadweight tons and over, ranging 
up to 106,400 tons. Late this year the 
keel will be laid for a second 106,400 ton 
tankship by the Kure Shipyards Divi- 
sion of the National Bulk Carriers. This 
vessel will be 900 feet Jong between 
perpendiculars, 135 feet beam, and 67 
feet 6 inches depth. 

“There are on order in Sweden to be 
built to Bureau Class 11 super-size oil 
tankers ranging in size from 39,350 tons 


up to 68,000 tons. All of these are export 
orders, 


Vessels Completed This Year 


“Largest of the 62 new vessels com- 
pleted to Bureau ‘Class in overseas ship- 
yards during the first six months of this 
year was the 106,416 deadweight ton oil 
tanker ‘Universe Apollo’, now the big: 
gest bulk carrier in the world. This 
vessel was built by the Kure Shipyards 
Division, Japan, of the National Bulk 
Carriers for the Universe Tankships, 
Inc. Also finished at the Kure Shipyard 
for Universe Tankship, Inc., were three 
bulk ore carriers of 45,700 deadweight 
tons each. These were the ‘Ore Jupiter’, 
‘Ore Meridian, and ‘Ore Mecurv.’ 

“At the Mitsubishi-Nagasaki Shipyard 

the 42,800 ton tankship ‘Idaho’ was ¢om- 
pleted for Texaco (Panama) Inc. Also 
at this yard the tanker ‘Wabasha,’ of 
42,200 tons, was delivered to Socony 
Mobil Oil Co., together with the ‘Marv- 
land Getty’ of 46,300 tons, for the Trans- 
oceanic Shipping (Corp., an affiliate of 
the Tidewater Oil Co. The ‘Kenai Penin- 
sula,’ of 45,900 tons was constructed for 
Globe Tankers, an affiliate of Charles 
Kurz and Co., Philadelphia. 
_ “The Nippon Steel Tube Company de- 
livered the sister ore or oil carriers ‘San 
Juan ‘Merchant’ and ‘San Juan Traveler,’ 
vessels of 48,900 tons, to San Juan Car- 
riers,” Mr. Green revealed. —~ 


' “The Orion ; Shipping and Trading 
Company received the 41,800 ton oil 
tankers ‘Andros Tankers’ and ‘Andros 


Transport’ from the Mitsubishi-Yoko- 
hama shipyard. The Harima Shipbuild- 
ing and Engineering Company delivered 
the 39,000 ton tanker ‘Antipolis’ to Mar- 
celoso ‘Compania Naviera, 

“Mitsui Shipbuilding and Engineering 
Company completed the ‘Andros Trader’ 
for Orion Shipping and Trading Com- 
pany. This is an oil tanker of 47,100 
tons. 

“Finished for Compania Marli S.A. at 
the Mitsubishi-Kobe shipyard was the 
33,000 ton tankship ‘Marli.”’ Also com- 
pleted to Bureau Class at the Kobe ship- 
yard was the ‘11,800 ton cargo liner ‘Chi- 
cago Maru,’ built for Osaka Shosen 
Kaisha. This vessel is equipped with 
Diesel propelling machinery developing 
12,000 brake horsepower. A sister ship 
will be completed this year. 

“The first of two sister ships, the 
‘Delphic Oracle’ was completed at the 
Sakurajima Shipyard of the Hitachi 
Shipbuilding and Engineering Co. for 
Sea Enterprises Corp. This is a Diesel 
propelled, machinery aft, bulk carrier of 
20,250 deadweight tons. 


22 Vessels Completed in Japan 


“In all, a total of 22 vessels of 456,240 
gross tons were completed to Bureau 
Ciass in Japan during the first half of 
this year, accounting for more than one- 
half of the 804,106 tons of commercial 
shipping built abroad under our super- 
vision. 

“A total of 19 vessels of 136,389 gross 
tons were finished to Bureau Class in 
Italy during the first six months of this 
year. These included five tankers, four 
freighters, one bulk carrier, three com- 
bination passenger and cargo liners, one 
tug and five towboats. Eight of these 
vessels were constructed for export and 
11 for Italian owners. 

“Among vessels finished to Bureau 
Class in Italy was the 31.400 deadweight 
ton oil tanker ‘Ginevra Fassio,’ built at 
the Genoa yard of Ansaldo for the Vil- 
lain and Fassio E Compagnia Inter- 
nazoinale di Genova. Also completed 
for the same owners at the Ansaldo ship- 
yard was the first of three duplicate 
freighters of 10.500 tons. This was the 
Diesel propelled ‘Gimmi Fassio.’ 

“The tankship ‘Santa Isabella,’ of 31,- 
400 tons. was recently delivered by 
Ansaldo-Muggiano (La Spezia) yard to 
Messana S.p.A. This yard completed the 
18,900 ton bulk carrier ‘Fucinatore’ for 
Ilva Ltd. of Genoa. 

“At the Monfalcone yard of Cantieri 
Riuniti dell ’Adriatico the third of five 
duplicate tankers, the ‘Esso Trinidad’ 
of 35,520 tons, ordered by the Panama 
Transport Company, was completed to 
Bureau Class. Also, the passenger and 
cargo ship ‘Stelvio,’ built for the ‘Adri- 
atica’ Societa per Azione di Navigazione. 
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In April the 36,000 ton tanker ‘Agip Gela’ 
was finished by Cantieri Navali Riuniti at 
the Ancoma Yard for Agip S.p.A 

“During the past year, 1958, the gross 
tonnage of the Italian merchant marine 
increased almost 50%. Including only 
self-propelled vessels of 100 gross tons 
and over, there existed under the Italian 
flag on January 1, 1958, a total of 1,291 
vessels of 4,858,516 gross tons. ‘By Jan- 
uary 1, 1959, these totals had grown to 
1.313 vessels of 5, 019,398 gross tons. In- 
cluded in the latter figures were 732 ves- 
sels of 1,000 gross tons each and over, 
these aggregating 4,814,013 gross tons. 
The balance of 581 were vessels under 
1,000 gross tons each. 

“Of the 4,814,013 gross tons of Italian 
flag vessels now in existence over 1,000 
tons in size, 3,688,689 tons are less than 
20 vears of age. Of the latter group, 
2.187.651 tons, or 59.31%, are Classed by 
the Bureau.” 

(To Be Concluded) 





Thomas J. Goddard Dies; 
Was Chubb & Son Partner 


Thomas J. Goddard, formerly a part- 
ner of Chubb & Son, New York City, 
and a vice-president of Federal Insur- 
ance Company, died suddenly on August 
4 at his summer residence, Upper St. 
Regis, N. Y. His New York residence 
was at 103 East 75th Street, New York 
City. He was 77 years old. 

Mr. Goddard was born in Zanesville, 
Ohio, on August 20, 1882. He graduated 
from Kenyon (College, Gambier, Ohio, 
1903. In 1906 he entered the employ of 
Chubb & Son, insurance underwriters, 
and became a partner of the firm in 
1925. He retired in 1948. He had been 
a vice president and director of the 
Vigilant Insurance Company. Active in 
marine insurance, Mr. Goddard was a 
director of the American Institute of 
Marine Underwriters and was president 
of the Institute from 1944 to 11946. 

Surviving are his widow, Jean T. John- 
son Goddard; a daughter, Margaret God- 
dard of New York, a son, C. Convers 
Goddard of San Francisco and 
grandchildren. 


two 





Esper New President of 
Detroit Road Aid Agents 


Fred C. Esper has been elected presi- 
dent of Road Aid Agents of Greater 
Detroit, Inc., succeeding C. M. Ver- 
biest, who resigned because of pressures 
of his business. Mr. Esper is vice presi- 
dent of Arthur J. Rhode & Co., and a 
past president of the Detroit Associa- 
tion of Insurance Agents. Mr. Ver- 
biest, president of M. Verbiest & 
Associates, became head of the Road 
Aid organization in 1949, 

Road Aid has some 500,000 members 
in Michigan and represents more than 
200 leading national insurance com- 
panies. 




























































































Allstate’s Writings Up 
15% for First 6 Months 


PRESIDENT BRANCH REPORTS 





Points to More Underwriting Profit 
Than Year Ago; Attends Opening of 
Sales Office at 666 5th Ave., N. Y. 





The Allstate Insurance Companies’ 
dollar premium volume for the first six 
months of 1959 increased more than 15% 
over the same period of 1958, Judson B. 
Branch, president, announced this week. 
Speaking at the opening of Allstate’s 
101lst New York State sales-service lo- 
cation in the new 666 Building on Fifth 
Avenue, N. Y., Mr. Branch said that 
this production brings the company’s 
dollar sales to an all-time high. 

He also announced that Allstate has 
increased its premium volume in New 
York on all forms of coverage toa record 
$45.5 million in the past six months. 
Pointing out that Allstate writes ap- 
proximately 14% of the total automobile 
business produced in the state, he said 
at the same time that the company has 
been emphasizing its other forms of 
coverage in the past few years. In these 
lines, he said, the New York premium 
volume has increased by almost one- 
third in the first half of 1959. He esti- 
mated that for all forms of insurance 
Allstate had over 750,000 policies in force 
in this state at the close of the second 
quarter. 

Claim Payments Up 22% 

Mr. Branch further reported: “Our 
automobile accident claims payments 
msde in New York State were up by 
over 22% during the first six months. 
By July, we had already paid out $3.6 
million more in claims settlements in 
New York State than in a comparable 
period last year. 

“In total, we paid out better than 
$19.8 million in automobile claims in 
this state alone in the past six months,” 
he said. “This figure covers payments 
on all types of auto claims—including 
minor towing and glass breakage as well 
as severe bodily injuries and death. 

Assets Up 10% to $643,000,000 

Nationally, Allstate’s assets have in- 
creased approximately 10% since year- 
end 1958 to a record $643, 000,000. Capi- 
tal gained more than 11% to a new high 
of $190,875,000, and policies in force total 
nearly $5,000,000. Underwriting profit for 
the first six months was also greater 
than in the same period of 1958, Mr. 
Branch reported. 

“In June of this year alone we had 
a record company-wide sales volume of 
more than $40,000,000, and our July 
figures will be comparable,” he empha- 
sized. 

Opening of Allstate’s ground floor 
office in the 666 Building was marked by 
a ceremony in which the company was 
officially welcomed to Fifth Avenue by 
Andrew Goodman, president of Berg- 
dorf-Goodman Co., and president of the 
Fifth Avenue Association. 

“The new office location typifies All- 
state’s practice of bringing protection 
and service directly to policyholders and 
potential customers,” Mr. Branch said. 
He then brought out: 

“Allstate was one of the pioneers of 
the direct writer philosophy in the early 
1930’s and we believe that the insurance 
industry as a whole is now beginning to 
adapt its methods to ours, to the extent 
to which it is able. 

“Supporting our agent force, we have 
the largest full- time claims staff of any 
company operating in the state. Almost 
half of our 2,300 employes in New York 
are assigned to handling: claims and we 
are proud of our record for fast and 
fair claims service,” he concluded. 

Allstate has more than 1,350  sales- 


(Continued on Page 29) 


Employers Re. Earned 
$2.70 a Share in 6 Mos. 


$1,413,057 UNDERWRITING GAIN 


Net Investment Earnings Topped $970,- 
588; Net Surplus Gains $1,268,104 
to Total of $19,667,011 





Sizable gains in all of its operations 
featured the midyear results of the Em- 
ployers Reinsurance Corp. of Kansas 
City. Net underwriting gain of $1,413,057 
was achieved, up $152,543 from midyear 
1958, and net investment earnings topped 
$970,588 compared with $837,623 for six 
months of 1958. 

The company’s net earnings after Fed- 
eral income taxes ($762,987) amounted to 
$1,620,818 or $2.70 a share. This com- 
pares with $1,370,389 or $2.28 a share for 
the first half of last year. 

For the first six months the Employers 
produced net written premiums of $15,- 
530,114, a gain of $1,110,671 over the 
same period of 1958. 


Assets Totaled $82,430,783 


Total assets at midyear were $82,430,- 
783 compared to $80,963,726 at the year- 
end. In this six-month period asset 
changes were as follows: Cash decreased 
by $1,511,419; bond holdings increased 
by $2,833,645; stock holdings were up 
$1,084,941, and other assets decreased by 
$940,109. 

(Continued on Page 29) 


Amer. Surety Turns Down 


Transamerica’s Proposal 


W. E. McKell, chairman of the board 
and president of American Surety, an- 
nounces that conversations which had 
been held with Transamerica Corp. of 
San (Francisco over the past several 
weeks looking towards a possible ex- 
change of stock of the two companies, 
have been terminated by mutual agree- 
ment. 

Transamerica proposed a basis of ex- 
change of stock which it was prepared 
to offer to stockholders of American 
Surety if the offer met the approval and 
had the recommendation of American 
Surety’s board of directors. Mr. McKell 
stated that the board did not consider 
the proposed basis of exchange adequate 
and was unwilling to recommend it to 
stockholders. 





Stock Dividend of 4% 
Declared by Amer. Surety 


W. E. McKell, chairman of the board 
and president of American Surety, an- 
nounces that at a meeting August 10 
the board of directors declared a stock 
dividend of 4%, payable October 1 to 
stockholders of record September 4. 
One share of additional stock will be 
issued for each 25 shares held. Ar- 
rangements will be made for the pur- 
chase and sale of fractional interests. 

Mr. McKell further stated that the 
issuance of stock in payment of divi- 
dends had been authorized at the annual 
meeting of stockholders in March and 
that the intention of management to 
recommend a 4% stock dividend payable 
October 1 was disclosed to stockholders 
at that time. 

Dividends declared this year and paid 


(Continued on Page 29) 








Agency Supt. 
W. E. DANDRIDGE 


Long Island 
ROBERT ZMOOS 


Hudson Valley 
HENRY KOTZEN 
UPSTATE 
W. C. VAN VECHTEN 
Manager 
10 Gibbs St. 
Rochester 4, N.Y. 
Special Agent 
WILLIAM D. WILLIAMS 





The satisfaction that agents and brokers feel 
in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
It takes confidence — speedy and _ sufficient 
service — and a pricing structure that has 

the agent and brokers’ success in mind. Give 
us a call and let us discuss ways of making 
your satisfaction perfect. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 

Fire and Allied Lines 

10% DEVIATION 

Auto liability, other than private vehicles 


DIVIDEND PAYING 
Workmen’s Compensation 


our deviation arrange- 
ment and liberal 
é& commission make 
Public Service insurance 
easier fo sell. 





MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 


COMPANY ACQUISITION 


Specialized counsel and aid 
in connection with search and 
negotiations to diversify oper. 
ations. Inquire without obliga. 
tion. 

CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LAN 
One NORTH LASALLE ST, 
CHICAGO 2, ILLINOIS 
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Cont’] Casualty Names 
Liability Mgr. Here 


JAMES PAULDING IS PROMOTE) 





Resident VP Robert Vollriede to Devos) 


More Time to Customer Service 


in N. Y. Area 


Frank V. McCullough, first vice presi 


dent, Continental Casualty, announce 
the appointment of James Paulding , 
branch manager, liability departmen 


New York metropolitan branch office. § 
Mr. Paulding will assume responsibjl.§ 


JAMES PAULDING 


ity for the internal operations of the lie 
bility department in the New Yor 
branch office and will prepare the offic 
for the continued growth expected frat 
the New York metropolitan territory 
He joined Continental Casualty in 19 


as assistant secretary and has been a§ 


tive in many phases of the liability de 
partment, including industrial hygiene 
payroll audit and liability training d 
partments. In addition to these duties 
Mr. Paulding has acted as the company: 
representative to the nuclear insurant 
pools and has been the company’s co 
tact with the Atomic Energy Comms 
sion, 

A degree in chemical engineering {rot 
Northwestern University and experientt 
asa special agent, superintendent of the 
loss contro] department and as a coll 
pensation and liability underwriter ptt 
vide Mr. Paulding with a broad back 
ground for his new duties as_ brat! 
manager. 

Vollriede’s New Duties 

Robert Vollriede, Continental Cas 
ualty’s resident vice-president, is taki 
advantage of this move to place the at 
ministrative area of the branch ofiit 
under the jurisdiction of Mr. Pauldit 
in order to devote the greater part! 
his time to servicing customers and colt 
centrating upon the development of nef 
business in the metropolitan New Yor 
area, 

Mr. Vollriede, appointed resident vit 
president i in 1956, has had extensive se 
ice in inland marine and liability li 
over a period of 30 years. 
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David Porter, educational director of 
the Surety Association of America, who 
js an accomplished novelist, spent his 
yacation this summer on a tour of Spain, 
Italy, Belgium, Germany, France and 
Austria. : 

His observations on people, places and 
things seen, in these ‘historic lands (now 
recovering from their second shattering 
conflict in a lifetime) are of particular 
interest to Americans contemplating 
similiar tours in the future or else re- 












ames @ living memories of such rewarding visits 
-H as that of Mr. Porter and his wife 
© EXCL Joan. ; . 
They “flew jet” out of Idlewild and 
OMOTE))™ were in Paris eight hours later, after a 
brief stop-over in the “soft, green at- 
to Devong, mosphere of Ireland” at Shannon. From 
Jervice Paris their journey took the Porters to 
Rome, Florence, Venice, Vienna and 
Brussels. ; 
vice pres: They entered upon a world in which 
announces past centuries seem close; a world of 
aulding a) contrasting great riches and some pov- 
epartment) erty; met people for whom art and 


music and religion are most important; 
people whose forebears shaped the des- 
tiny of civilization. And as_ David 
Porter summed it up, “brought home a 
host of memories that will outlast our 
few purchases.” 
© Following are impressions of some 
people and places seen by the Porters. 


In the Presence of Pope John XXIII 


Of his visit to an audience with the 

Pope, Mr. Porter said: 

; “ ..St. Peter’s is in truth the heart 
of Rome, even though it is within an- 
'P other sovereignty, the Vatican State... 

» so completely beautiful and majestic that 
it causes the breath to be suspended 
while one attempts to take in the full, 
sweeping glory of it, and the infinite de- 
tails that make up the tremendous whole. 

“And the heart of St. Peter’s is now 
Pope John XXIII.” The Pope was 
transported into the audience on the 
famed Sedia Gestatoria. 

Mr. Porter records the event thus: 
“We were seated upon the sanctuary, 
near the Papal altar, and when the Pope 
was carried through St. Peter’s we were 
but 15 feet away from him and therefore 
had a close-up view of the very human 
and likeable Pope who thas won the 
hearts of millions. 

“Pope John does a great deal of 
walking; he is curious about people and 
walks alone as often as possible to 
hospitals, churches, and elsewhere, so 
that Romans have come to call him, 
affectionately, ‘Johnnie Walker,’” Mr. 
Porter says. 

“Very typical of the new Pope was 
his blessing, at the audience, to both 
Catholics and non-Catholics within St. 
Peter’s ‘as well as to the churches of 
their faiths.’ ” 

Mr. Porter was impressed by some of 
the people he encountered on his jour- 
ney. He was particularly impressed with 
the Madrilenos. They dined at “the 
immitable Horcher’s whose maitre d’, 
Karl, 1S a suave and deft interpreter of 
ones comfort and culinary preferences 
or at the older and equally interesting 
1 Candil, near Puerto del Sol, the in- 
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: branch Met Roman, Guido Nimmo 
Mr. Porter deemed it fortunate that 
& they met Guido Nimmo, T.W.A’s sta- 
al Cas tionmaster at the Ciampini Airport in 
is taki Rome. Nimmo devoted many of his 
- the al leisure hours to showing Mr. and Mrs. 
ch offi Porter the famed sights in the Eternal 
Pauldit ity, as well as its less traveled odd 
part (MS nooks and corners. 
and cot Together they saw the Forum, Ro- 
t of ne Manum, Coliseum, Pantheon, the Bor- 


ew Yormae ghese Museum, Jainculum, the Pincio 
Rardens, the Catacombs, St. Paul’s Out- 
Pic the Walls, Circus Maximus, San 
letro in Vinculis and the Fontana di 
revi where they each duly threw a 
coin in the fountain. i 
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Interesting People and Places Found 
On David Porter’s European Visit 


The voluntary guide, Guido Nimmo, 
was a student of ancient Rome, and a 
grandson of an earlier Princess Orsini, 
Mr. Porter said. They were dinner 
guests at the Nimmo residence and met 
the lovely wife and children of Guido. 
Actually the ‘host has researched deeply 
into Roman history in preparation of a 
book, and this depth of knowledge illu- 
mined much of the visitors’ explorations 
of Rome. 

Mr. Porter, whose post at the Surety 
Association gives him an added interest 
in buildings, was impressed by the site 
on which the 1960 Olympics will be held 
next Summer. This stadium was built 
for Mussolini’s ambitious Esposizione of 
1942. It has been changed to the Espo- 
sizione Universale Roma, “constructed 
on a massive and beautiful scale.” 

They drove from Naples, around 
Vesuvius, along the autostrada to the 
ruins of Pompeii; went along the Amalfi 
Drive winding high into the mountains, 
sublime above the Gulf of Salerno, which 
was the hard-earned beachhead in the 


American invasion during World War 


II, The tour also embraced the artists’ 
town of Amalfi itself, and Sant’ Agata, 
on a plateau above Cape Sorrento. 

From an economic standpoint, Mr. 
Porter told the writer, tourism rewards 
the Italians almost as much as the vis- 
itors. Officially tourism is considered 
the top industry, three times more im- 
portant than auto exports, and six times 
more valuable than the country’s fruit 
exports. It earns an estimated $500 mil- 
lion annually for the country, and main- 
tains employment directly for about half 
a million Italians. 

Mr. Porter’s memories are many: oc- 
casional bombed-out ruins, lush fertile 
fields cultivated to the utmost; bus trips 
north from Rome to Florence by the 
Flamian Way and southwards to Na- 
ples; red poppies abundant along the 
roadside in Umbria and Tuscany, and 
grape vines clinging to ash trees; cy- 
presses and olive trees; and the per- 
petual flowers so constantly dear to 
Italians. 


Meet Franciscan From Boston 


They visited Assissi and Padua. At 
the former they met a young vacation- 
ing Franciscan, Boston-born, who had 
been pressed into service as English- 
speaking guide. He serves in Baltimore. 

In Florence they encountered The 
Harry of Harry’s Bar, Enrico Mariotti, 
known and admired by thousands of 
tourists for “his genuine friendliness and 
urgent willingness to go out of his way 
to help tourists in difficulties.” Mr. 
Porter considers Harry’s “a must for 
dining on a _ nice lofty—American— 
scale,” but advises those contemplating 
such a trip to have their reservations 
made well in advance. 

They met the original “Harry,” who 
is now owner of Hotel Cipriani in Ven- 
ice, on the Giudecca Island, three min- 
utes by launch from Piazza San Marco. 
Mr. Porter told us that Signore Cipriani, 
a genial perfectionist, had trained the 
other Harrys according to his own high 
standards, and he still owns a bar in 
Venice, a replica of the one in Flor- 
ence. He had the very highest praise 
for the fare at Hotel Cipriani, “a gar- 
den spot at which to relax after the 
round of travelling and sightseeing.” 


Take Spare Spectacles, Leave Hats 


Two tips for travelers recommended 
by Mr. Porter: Leave your hat at home. 
Few people, they found, wore a _ hat, 
which was a nuisance to carry with 
hands already overburdened with camera 
equipment. Also, it is advisable to take 
along a spare pair of spectacles in case 
the originals should come to grief on 
those marble floors, a one-shot deal, 
Mr. Porter found. 

From Venice the tourists flew over 
the Dolomites and landed in Vienna. 
There they stayed within a block of the 
magnificent Opera House, at the attrac- 


Travelers New Auto Plan 


Put Into Effect in Missouri 


The Travelers on August 10 put into 
effect in Missouri its new merit-demerit 
rating plan and it is estimated that some 
15,000 policyholders of the company in 
St. Louis and St. Louis County will 
benefit as a result, 

Under the new arrangement discounts 
up to 30% will be allowed to motorists 
who have not been involved in an acci- 
dent or have not been arrested for a 





St. Louis Report 


It was reported in St, Louis this week 
that the National Bureau of Casualty 
Underwriters will announce a_ safe- 
drivers’ insurance merit-demerit rating 
plan for Missouri about September 1. 
lt anticipated also that independent com- 
panies, such as the American Insurance 
Co. Group will also come up with a dis- 
count plan patterned either on The 
Travelers or the National Bureau plans. 





moving vehicle violation during the past 
five years. Smaller discounts will be 
given to those with spotless records for 
three years. 

A spokesman for the company com- 
mented as follows: “We are determined 
to explore new methods of establishing 
automobile rates which will more accu- 
rately reflect driver experience. It is 
obviously unfair to penalize a large num- 
ber of good drivers who have never had 
an accident nor a moving traffic violation 
by making them pay for the careless 
few.” 

Under the new Travelers setup, drivers 
are divided into 13 classifications to re- 
flect, as accurately as possible, the exact 
degree of hazard for each class. Liabil- 
ity insurance will be combined with re- 
lated coverages and offered to the pol- 
icyholder as one package. Coverage may 
be obtained on a six months or annual 
basis. 

The Travelers first offered the plan on 
an experimental basis in Iowa, Michi- 
gan, Minnesota and Nebraska. In order 
to put the plan into effect the company 
resigned its voting membership in the 
National Bureau of Casualty Under- 
writers. 





New District Managers 


Appointment of three new district 
managers in the Kemper Insurance Com- 
panies’ Eastern department has been 
announced by William H. Heineke, vice 
president in charge of the seven-state 
Eastern territory. 

Albert B, Lages has been named dis- 
trict manager in northern New Jersey 
and Jay <A. Richardson has_ been 
assigned to a similar post in western 
Virginia. Robert D. Wedemeyer will 
work with Kemper group agents in 
Maryland and the District of Columbia. 





tive Hotel Imperial, on the Karntner 
Ring. Ravages of two world wars, and 
a decade of Russian occupation have 
tended to sober the gaiety of the City 
of Dreams, though Vienna is still an 
architectural show place of parks, foun- 
tains and statues. They visited Belve- 
dere Castle, one of 17 owned by Prince 
Eugen, the legendary and brilliant hero 
of the Turkish conflict. Also the Por- 
ters went through 45 of the 1,400 rooms 
at Schronbrunn Palace, completed by 
Empress Maria Theresa, to be the sum- 
mer home of the Hapsburgs. Here the 
Empress and her daughter, later Marie 
Antoinette, heard a five-year-old boy, 
he a Mozart, give harpsichord re- 
citals. 

Through Dusseldorf to Brussels, 
where they saw the valuable remains of 
the World’s Fair. Mr. Porter was im- 
pressed by Brussels National Airport, a 
model of size and efficiency of service 
which, he said, might well be copied by 
Idlewild and La Guardia. 


Penna. and Iowa Approve 


NBCU-NAUDA Auto Program 


The new automobile program of the 
National Bureau of Casualty Under- 
writers and the NAUA, consisting of a 
low-cost automobile insurance policy and 
a “safe driver” rating plan, has been 
approved by the State Insurance Depart- 
ments of Pennsylvania and Iowa. Effec- 
tive date is September 1. 

This program is designed to reduce 
the cost of insurance for many private 
passenger car owners in both states, who 
by their good driving records, can qual- 
ify for rate discounts. 

“The special automobile policy is a 
package policy affording liability, colli- 
sion, comprehensive and other insurance 
coverages designed to meet the needs 
of the individual motorist at an overall 
premium saving for most motorists of 
15 to 20% under the cost of existing 
coverages if bought separately,” the two 
rating organizations stated. 

In addition, premiums will be further 
reduced in Pennsylvania by as much as 
15% and by as much as 20% in Iowa, 
for those safe driving motorists who 
qualify for reductions under the safe 
driver insurance plan which is tied in 
with the new policy. 

The launching of this é¢conomy-type 
policy and safe driver plan by NBCU 
and NAUA, representing more than 250 
insurance carriers, marks a major change 
in the merchandising of automobile in- 
surance protection in the mass market 
where almost every family has a car. 





Employers Re. Results 


(Continued from Page 28) 


Gross increase in the surplus account 
during the first six months was $1,838,- 
104. After deduction of $570,000 in divi- 
dends paid to stockholders (per share 
1959, 95 cents; 1958, 85 cents) the net 
increase in surplus was $1,268,104, mak- 
ing total surplus as of June 30 of $19,- 
667,011. Together with capital of $3,000,- 

and voluntary special reserves of 
$641,910, a policyholders’ surplus of $22,- 
667,011 was realized on June 30. This 
compared with $19,007,927 a year ago. 





HUBBS TO BINGHAMTON 
Richard E. Hubbs has been promoted 
to sales manager of American Mutual 
Liability’s office in Binghamton, N. Y. 
He was formerly a salesman in the com- 
pany’s Elizabeth, N. J., office, having 
started there in 1956. 





E. J. CREME PROMOTED 

Eugene J. Creme has been promoted 
to assistant to the eastern division man- 
ager of American Mutual Liability at 
White Plains, N. Y. He was formerly 
sales manager of the company’s Bing- 
hamton, N. Y., office. He has been with 
American Mutual since January, 1955. 





Allstate Writings Up 15% 


(Continued from Page 28) 


service locations in the United States 
and Canada. Of the 101 in New York 
State, 40 are owned or leased by All- 
state apart from stores owned by the 
parent concern, Sears, Roebuck & Co. 
Sixty-one are in Sears stores. Included 
in the New York Allstate facilities are 
28 with drive-in claim service, an All- 
state innovation. 


4% Stock Dividend 


(Continued from Page 28) 


in cash were 25 cents in April and July. 
The present 4% stock dividend, accord- 
ing to Mr. McKell, will be in lieu of 
the declaration of cash dividends during 
the last half of the year. 
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Agreement Near on Merit 
Rating Plan in Minnesota 


An agreement on a merit rating auto- 
mobile plan is reported near between 
Michigan and 
companies operating in the state. 


insurance 
Some 


state officials 
minor details are yet to be worked out 
by state officials and representatives of 
rating understood the 
plan upon includes 
some California safe 


bureaus. It is 
tentatively agreed 
features of the 
driving insurance plan, 
The Travelers Insurance Co. has sub- 
mitted its own plan but Michigan offi- 


CAROLINA CASUALTY DIVIDEND 

Carolina Casualty, Burlington, N. C., 
declared a dividend of ‘five cents per 
share, payable August 31 to stockhold- 
ers of record August 7. 





cials have objected to some features of 
it. They have conferred with an execu- 
tive of The Travelers who has been in 
St. Paul in an effort to iron out the 
situation, 

Both the National Bureau of Casualty 
Underwriters and NAUA were repre- 
sented in the discussions. 





want to get in 
on the 
round floor? 


Nobody can question the advantage of getting a 
head start. The producer who offers a new kind of 
health coverage sooner than his competitors can 
develop a larger clientele, and a bigger premium 


volume. 


With that in mind, let’s look at some recent Con- 
tinental innovations which have been widely imi- 
tated in the health insurance industry: 


™65-PLUS... 


a hospital-surgical insurance plan exclu- 
sively for people over 65 


= QUALIFIED RISK POLICIES... 


enable people with physical impairments 
to get almost any type of health insurance 
—including coverage of their chronic dis- 


abilities 


= LIFETIME—PAID UP AT 65... 


Guaranteed Renewable hospitalization 
which is fully paid up at age 65 . . . insured 
has top protection, no premiums to pay 
during his retirement years. 


These are just a few of the contracts Continental has 
developed in the past year or two— more are on the 
way. Why play “follow the leader” when you can be 
a leader yourself. Get in on the ground floor, call your 
nearest Continental General Agent or Branch Office. 


CONTINENTAL CASUALTY COMPANY 


Home Office: Chicago, Illinois 


A MEMBER OF THE 
CONTINENTAL-NATIONAL GROUP 
CONTINENTAL ASSURANCE COMPANY 
TRANSCONTINENTAL INSURANCE COMPANY 
NATIONAL FIRE OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY 


NEW HONOR FOR W. T. BEADLES 





Illinois Wesleyan Dean Chosen by Univ. 
Teachers Assn. to be Editor of its 
“Journal” as of Jan. 1, 1960 
William T. Beadles, CLU, vice presi- 
dent and dean of The University, Illinois 
Wesleyan University, Bloomington, IIL, 
will become editor of “The Journal of 
Insurance,” which is published quarterly 
by the American Association of Uni- 





WILLIAM T. BEADLES 


versity Teachers of Insurance and has 
been edited by John Bickley, Ohio State 
University since it was convertéd from 
an annual Proceedings in 1956. 

Mr. Beadles, immediate past presi- 
dent of AAUTI who also served as its 
secretary for a number of years, was 
acting editor of the Proceedings for sev- 
eral years in the early 1950’s. A grad- 
uate of Illinois Wesleyan himself, the 
new editor has a master’s degree from 
University of Illinois. He has done ad- 
ditional graduate work at Illinois Wes- 
leyan and the Wharton School of Uni- 
versity of Pennsylvania. and has an 
honorary Doctor of Business Adminis- 
tration from Simpson College, Indianola, 
Iowa. 

Among the first group of fellows in 
the Huebner Foundation. he was the 
second recipient of the Paul Speicher 
scholarship to the CLU Institute. Ob- 
taining his CLU designation in 1942, he 
was the first president of the Central 
Illinois chapter and has served as a 
member of the OQLU grading panel for 
many years. He authored one of the 
CLU Study Guides, and served a term 
as a member of the Institute Board of 
the American Society of CLUs. 

In the past 20 vears. Dean Beadles has 
taught some 35 CLU classes in Blooming- 
ton and four in other Illinois cities. There 
are over 60 holders of this designation 
who have gone through his classes. In 
addition, he has taught LUTC courses 
for seven years and served a term on 
the National Examination Board of the 
Council. 





THOMAS C. NOEL DIES 

Thomas C. Noel, a vice president of 
the Lawton-Byrne-Bruner Insurance 
Agency Company, St. Louis, died of leu- 
kemia July 18 at the David P. Wohl, 
Jr., Memorial Hospital. He was 52 years 
old. Mr. Noel had been associated with 
Lawton-Byrne-Bruner for more than 30 
years and was made a partner and vice 
president in 1946. A graduate of Cornell 
University in 1925, he had started with 
the insurance agency in its engineering 
department and later entered personal 
production as a broker. 





JAMES C. MYERS DIES 
James C. Myers, 48, president of How- 
ard B. Stark Insurance Agency, Albany, 
N. Y., died July 26. Mr. Myers was born 
in Hartford, Conn. He went in 1935 to 
Albany as vice president of the Stark 
<n and became its president in 


Michigan Studying Aus 
Merit Rating Plans 











INDUSTRY CONFERENCE HELp WILLIA 
Secretary of State Faced With Big Jo,  Premum 
of Supplying Individual Experience Per 
Data to Carriers 
A survey of Michigan automobile A 
writers is in prospect to determine how 059" 
extensive will be their participation in|” 81% 
proposed merit rating of motorists ani 2° 
to what extent they will rely on state iy se 
department records relative to accidents ois v 
and traffic violations. 
James A. Hare, Secretary of State » = 
discussed recently with some 60 repre. "4 - 
sentatives of the insurance industry Mr ar 
what they felt would be the situation jf” oily 
the co-called “California plan” is gen. Fe34.087 
erally adopted in Michigan. The Tray. 4s, 
elers has asked for approval of its plan h a 
from the Michigan Insurance Depart. ind A 4 
ment and National Casualty of Detroit ale 
has been experimenting with a similar a 
program for several months. Eihe 
John Savage, representing the Pacific p $205 
2 ¢ T ; ” a rn y 
Coast area for National Bureau of Cas. setiod of 


ualty Underwriters, explained the pla S 
as operated in California and told of 























the limited experience there. He said en 
a 20% credit is awarded to insureds who ”’ ty 
have gone two years without an acci- «7347.51 
dent or serious moving violation. It was "H om 
explained that full operation of the plan While 
would mean gradually higher rates, wp It 
to 100% increase, for drivers accumu. . d ad 
lating bad violation and accident rer. rise | 
ords. , : settlemen 
Secretary Hare called the meeting be Bi otiual Jo: 
cause of the possible enormity of the pe half 
task of supplying individual experience Pestudi 
data to the carriers. He had earlier an o 
said it would appear impossible to give half ie 
service in this regard with his present $192.937 
staff although records are available o st. ae 
about 3,800,000 drivers. 1958 ede 
The consensus was that he should pre-§ ding t! 
pare a questionnaire to be circulated Trned 
among all of the carriers writing auto- net 
mobile business in the state to determine foe the 
what their informational needs _ woull diiiares 
be. National Casualty is reported t tia Sr, 
have operated its 30% discount plan on athe a 
the basis of sworn statements of in ; 
sureds together with credit records. ) 
All rating bureaus operating in Michi Aetna 
gan were represented at the sessiot 
along with virtually all of the carrier Names 
Waldo O. Hildebrand, secretary-manage— Dayid / 
of Michigan Association of Insuranctl® ager of t 
Agents, was present as an observer. partment 
William 
the past t 
° superinten 
Auto Merit Rate Approved ai at 
Oklahoma Insurance Board _ recentl we will 
approved an automobile merit rating etzel, fi 


pany’s 42r 

r, ¢ 
in 1950 aft 
» ton Colles 


sentative 
Street be 


plan submitted by Standard Insurane 
Co., Tulsa. Board Secretary Lous 
Woodruff explained that a driver whi 
had had no accident for three year 
would be entitled to a 30% rate redut 
tion; while one with one or two act: 
















eds . ‘ 2 - fe assistant 1 
rarer ay that time would pay a 30% in nsurance 
A bad driving record, could cause rate » i 
to rise up to 50%. Il years 
Writing de 
derwriter { 
Selected Risks Reports a. 
Assets Increase $1,032,89 
Admitted assets of the Selected Risk Best Ss 
Insurance Co. Branchville, N. J The 26¢! 
amounted to $15,649,648 as of June SB Best’s Re, 
1959, an increase of $1,032,892 over thei Schedules 
year 1958 year end figures. Policy (Statements 
holders’ surplus reached $4,716,583 a ne" tion, The 
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high for the company, an increase 
$364,707 since December 31, 1958. 

Premiums written during the first 
months of this year, including reinstr 
ance, totaled $6,487,628, an increase ov! 
the same period last year of $7280 
or 12.7%. 

Underwriting operations produced } 
profit, before taxes, of $3,704 compare 
with a profit a year ago of $42,683. The 
incurred loss ratio, including loss at 
justment expense, increased from 594 
to 62.0%, while the expense ratio dt 
creased from 35.4% to 33.8%. 
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Yaryland Casualty 

Had Record Half Year 
WILLIAM T. HARPER’S REPORT 
Premium Writings Up 8.17% Over ’58 


Period to $71,176,021; Assets 
Reach $236,745,955 








Net premium writings of Maryland 
(sualty Co. for the first six months 
of 1959 totaled $71,176,021, an increase 
of 81% over the same period of last 
yar, according to William T. Harper, 
airman of the board and president. 
This volume was the highest in the 
wmpany’s history for any comparable 
eriod. 
ans a result of this gain in business, 
Mr. Harper said the company’s unearned 
premium reserve showed an increase of 
$534,087. The company incurred a 
satutory underwriting loss of $3,139,298 
for the six months, as compared with an 
underwriting loss of $2,879,145 for the 
same period of last year. 
Investment income totaled $2,926,890 
for the half year, representing a gain 
of $205,295 over the corresponding 
period of 1958. 
Surplus to policyholders on June 30 
sood at $72,070,835 an increase of 
$961,052 over last midyear. Assets 
reached $236,745,955, an increase of 
$17,347,511 over a year earlier. 

Harper Notes Loss Ratio Down 
While the company’s underwriting re- 
sults in the combined automobile lines 
were adversely influenced by a continu- 
ing rise in accident frequency and high 
settlement costs, it is significant that the 
actual loss ratio was less than for the 
frst half of last year, Mr. Harper said. 
Excluding capital gains, the company 
had an operating loss of $236,830 for the 
half year, as compared with a loss of 
$192,937 for the corresponding period of 
lst year, without giving effect to a 
198 Federal tax refund of $2,759,497. In- 
cluding the equity in the increase in the 
wearned premium reserve, the company 
had net earnings of 95 cents a share 
for the first half of this year. Thhis 
compares with $1.27 a share for the cor- 
responding period of last year, computed 
on the same basis. 





Aetna Transfers Webster; 
Names Rene G. Wetzel Here 


David A. Webster, Jr., assistant man- 
ager of the agency and brokerage de- 


» partment at Aetna Casualty & Surety’s 


William Street office in New York for 
the past three years, has been appointed 
superintendent of the agency depart- 
ment at Chicago. 

He will be succeeded by Rene G. 
Wetzel, field representative at the com- 
pany’s 42nd Street office. 

_Mr, Webster joined Aetna Casualty 
in 1950 after his graduation from Hamil- 


ston College and served as field repre- 
iSentative at 


Brooklyn and William 
Street before being advanced to the 
assistant managership. He was named 
Insurance Young Man of the Year for 
New York in 1957. 

Mr. Wetzel came with the company 
l years ago in the automobile under- 
Wwritng department. He served as un- 


| (erwriter for several years before trans- 
| erring to the agency department as field 


representative in 1956. 


Best’s Principal Schedules 

The 26th annual (1959) edition of 

ests Reproduction of the Principal 

Schedules from Casualty And Surety 

tatements is now ready for distribu- 

tion, The 1213-page publication covers 
companies. 


.tfepared at 
for 





the specific request, and 
the convenience of casualty and 


Surety executives this voluminous work 
includes the 
ules f 
egg of these companies. Demand for 
‘a reproductions” 
teased since the advent.of multiple line 
operations, 


vate fire officials find it of unusual 


alty and surety field. 


complete principal sched- 
tom the 1958 convention state- 





has greatly  in- 
It is considered that more 


with their entrance into the casu- 


TO HEAD ENGINEERING DEPT. 





Continental Casualty Names Robt. E. 
Miles; Served in R.A.F. and U.S.N. 
during World War II 
Robert E. Miles has been appointed 
superintendent of the engineering de- 
partment of Continental Casualty. He 
will have responsibility for the com- 
pany’s engineering activities throughout 

the North American continent. 

Mr. Miles attended New York Uni- 
versity and the St. Lawrence University 
in Canton, New York. A veteran of the 
R.A.F. and the U. S. Navy, Mr. Miles 
commenced his insurance carrer at_the 
close of World War ‘Il, with the Con- 
tinental Casualty. 

During the past 13 years, he has been 
associated with the St. Paul-Western 
Group, Standard Accident, and General 
Accident in a supervisory capacity in 
loss prevention work. ; 

Active in the sponsorship of various 
industrial and civic safety seminars, Mr. 
Miles served as American Society of 
Safety Engineers newsletter editor in 
Michigan, and on the Detroit Chapter 
executive board. He _ has_ instructed 
safety institutes in the Syracuse and 
Rochester, N. Y. area over the years. 


Frank Lang on Trip Abroad 


Frank Lang, president of Frank Lang 
and Associates of New York and Chi- 
cago, and Mrs. Lang, are leaving August 
15 on a month’s trip abroad, Their 
itinerary includes Germany and Italy 
where they will visit insurance company 
home offices, followed by attendance at 
the Monte Carlo insurance gathering 
September 3-7 and at the London con- 
ference of the International Union of 
Marine Insurance, September 13-17. 
They will be back in New York around 
September 20. 





CPCU Conferment oo oe 
Set for Oct. 22 in New York 


Leona Seldow, president of the New 
York Chapter of CPCU, announces 
that the annual conferment luncheon 
will be held on Thursday, October 22, 
at the Hotel Astor, New York. 

At this luncheon, the American 
Institute for Property & Liability Un- 
derwriters will confer the CPCU desig- 
nation of those candidates from this area 
who have completed the 1959 examina- 
tions. 
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CONTINENTAL NAMES FAUCETT 

Continental Casualty Company has ap- 
pointed ‘Woodfin E. Faucett as liability 
manager of its Kansas City branch office. 

Mr. Faucett joined Continental in 1955 
as an underwriter, and was appointed 
underwriter manager at Kansas City in 
1657. A graduate of Washburn Univer- 
sity’s aviation program, he served as a 
fighter pilot in the U. S. Marine Air 
Corps during World War II. 





This new edition of “Will Your Youngster Go To College?”— 
Prudential’s Pocket Guide to College Costs, can really help you 
boost your sales. Show it to your clients—it’s the perfect way of 
reminding them that they must act now to guarantee their children 
enough funds to complete their education. Handsomely illustrated 
and handy in size, this 24-page booklet lists the location, enroll- 
ment and expenses of more than 200 leading colleges and universi- 
ties in the United States and Canada. This free Prudential booklet 
is another example of the way Prudential’s Brokerage Service helps 
you to take advantage of the education-insurance market. Fill out 
the coupon and send for your copy of “Will Your Youngster Go 


To College?”—today... 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE +: ANNUITIES = 


SICKNESS AND ACCIDENT PROTECTION 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 


NAME 








TO: BROKERAGE SERVICE. 
THE PRUDENTIAL, NEWARK I, N. J. 


CJ Please send me a sample copy of 
“Will Your Youngster Go To 
College?” 


C1 would like to know more about 
Prudential’s Brokerage Services 
and how they can make insurance 
sales easier for me. 





ADDRESS. 








CITY & STATE 





* GROUP INSURANCE 


* GROUP PENSIONS 
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‘Woman Executive of 
Amer. F. & C. Honored 


MRS. DOROTHY C. DE NOYELLES 





Her 25th Anniversary with Orlando Com- 
pany Recognized at Dinner Party; 
Praised by President Hays 





Mrs. Dorothy C. de Noyelles, secre- 
of American Fire & Casualty of 
Orlando, Fla., the only woman officer of 
that company, recently celebrated her 
25th anniversary with the organization. 
A dinner was held in her honor at the 
Orlando Country Club at which officers, 
with 
American 


tary 


department heads and employes 


over 20 years’ service with 





Walter L. Hays (left) presents Mrs. 
de Noyelles with Silver Tray. 


F. & C. attended with their wives or 


husbands. The American’s Employes’ 
Association also gave a party in her 
honor, their gift being a sterling silver 
plate suitably engraved. 

President Walter L. Hays, chief 
speaker at the dinner, spoke appre- 
ciatively of Mrs. de Noyelles’ loyalty 


and long service and told stories and 
showed pictures of her youth in Winter 
Park, Fla. Mr. Hays then 
her with a sterling silver 


half of the company. 


presented 


tray on be- 


Started as Secretary to Mr. Hays 


Mrs. de Noyelles joined American Fire 
& Casualty on August 1, 1934, as secre- 
tary to Mr. Hays, founder and presi- 
dent. The home office staff then con- 


sisted of only a dozen employes. She 
not only handled a multitude of jobs but 
knew all other phases of the company’s 
activities. Because of her willingness 
to accept responsibility, plus her execu- 
tive ability, she rose rapidly. In 1936 
she was elected corporate assistant sec- 
retary and March 23, 1953, was pro- 
moted -to -corporate-secretary. As the 
company grew to 225 employes in the 
home office, she naturally relinquished 
many tasks, but in their place added new 
responsibilities. In addition to being 
Mr. Hays’ private secretary, confidante, 
and “right arm,” as she says, she edits 
the “Americanizer,” the company’s 
house organ, and is in charge of pub- 
licity and public relations, advises on 
advertising matters and employe wel- 
fare. Much of the American’s progress 
can be directly attributed to her excel- 
lent ideas, Mr. Hays says. 

Mrs. de Noyelles is also corporate 
secretary of the American Independent 
Reinsurance Co. which operates on a 
national basis. She is secretary and di- 
rector of the American Federal Savings 

¢ Loan Association of Orlando, and cor- 





porate secretary of nearly a dozen other 
corporations which are affiliates of 
American Fire & Casualty. 

Mrs. de Noyelles is the wife of J. P. 
de Noyelles, who has been associated 
with Lake Charm Fruit Co., Oviedo, Fla., 
for over 30 years. They have one son, 
Jack, who is a member of the Ameri- 
can’s automobile department. 

Born in New Jersey, she and her fam- 
ily moved to Winter Park, Fla., when 
she was a few months old. She was an 
outstanding student at Winter Park 
High School as well as being one of the 
prettiest, and most popular. Her mother, 
Mrs. Elizabeth Cole, lives in Winter 


Park. She has one brother, T. E. Cole, 
physicist and an authority on atomic 
energy at Oak Ridge, Tenn. Mr. Cole 
and his wife came to Orlando for the 
anniversary celebration. 

An accomplished violinist, Mrs. de 
Noyelles has performed at numerous 
functions in Winter Park and Orlando, 
and was one of the first violinists with 
the Winter Park Symphony Society in 
the late 20’s. She is a member of the 
College Park Methodist Church, Orlando 
Chapter of the National Secretaries As- 
sociation (International), the Business 
and Professional Women’s Club of Or- 
lando, and Rolling Hills Golf Club. 


J. M. KEESLING APPOINTED 

John M. Keesling has been namy 
bond underwriter at the Seattle brang 
office of the Continental Casualty } 
George V. Bosley, branch office man, 
ager. 

Mr. Keesling started his insurance q, 
reer in San Francisco with the Phoenj. 
Connecticut Group. He entered th 
bond underwriting field with the Amer. 
can Insurance Group in their Portlanj 
branch office. 





Perfect fit...once! 


But he kept on growing. Just as the cost of everything has grown. Replacement costs of all 
your possessions are up because of inflation. For dwellings alone, values have gone up about 
70% in the last nine years. It’s important for you to make sure your insurance protectio 





“Unforeseen events...need not change and shape the course of man’s affairs”’ 


ry 


has kept pace with rising costs. So find out the actual value of your home, furnishings and 


personal possessions at today’s prices. Then your local independent insurance agent of 
broker who represents the Maryland in your community can bring your protection up to date. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Suré) 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Baltimore 3, Maryland 











Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value 
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Aetna Life Ready With 
Senior Citizen Program 


HOSPITAL COVERAGE “OVER 60” 


To Be Introduced Sept. 1 in 43 States; 
Non-Can. Income Protection; New 
Renewal Premium Discounts 


A new accident and sickness insurance 
program, including “senior citizen” hos- 
pitalization coverage with a lifetime re- 
newal guarantee for persons aged 60 and 
over, will be introduced September 1 by 
the Aetna Life. 

An expanded and guaranteed renew- 
able for life hospital and surgical plan 
for people under 60 and a non-cancell- 
able income protection plan also are part 
of the program. 

With all three policies, the company 
is introducing a new feature, renewal 
premium discounts. Under this plan, pol- 
icyholders will pay less for the insurance 
after the first year. Discount on the first 
policy anniversary will be 5%, increasing 
to 10% the second year. 

The new program already has been 
approved in 43 states. Approval still is 
pending in California, Illinois, Maryland, 
Massachusetts, Missouri, New York and 
Texas. 

Two Hospitalization Plans Available 

Two plans, providing for either 30 or 
0 days of hospitalization benefits for an 
illness or injury, are available under the 
special senior citizen coverage. Daily 
hospital benefit amounts are $5, $7.50 or 
$10. Surgical benefits range to $300 and 
miscellaneous or emergency hospital ex- 
penses are a maximum 10 times the daily 
hospitalization limit. 

The regular hospitalization plan de- 
signed for persons age 16 through 59 
and covering dependent children to age 
22, provides as much as a full year of 
hospital benefits for each illness or in- 
jury before age 65, and 90 days hospital- 
ization thereafter. Daily benefits range 
from $5 to $20 and miscellaneous or emer- 
gency expense limits are 20 times the 
daily rate. Maternity benefits under this 
policy are five times the daily rate dur- 
ing the first year, 10 times thereafter. 
Surgical benefits go as high as $600. 

Both hospitalization plans will be 
available to most people without prior 
physical examination. Conversion privi- 
leges in the plans allow dependents of 
the policyholder to purchase similar 
policies, but not necessarily with the 
same limits, when they become over-age, 
regardless of their physical condition at 
the time. 

In addition to guaranteeing that cov- 
erage will remain in force as long as the 
policyholder desires, the lifetime renewal 
feature provides that the cost for one 
individual cannot be raised unless it is 
Increased for all others in the same 
classification, 


Non-Can. Guaranteed Renewable Plan 


The non-cancellable, guaranteed re- 
newable income protection plan provides 
a monthly indemnity of from $100 to 
0), death and dismemberment indem- 
nity from $1,000 to $25,000, depending on 
the policyholder’s option and his occupa- 
tional classification. 

e plan provides a variety of income 
Payment periods ranging from one year 
to life for disabling accidents up to 10 
years for sickness. The policyholder also 
may select specified waiting periods for 
Evrae, to Start if his salary or other 
fete will continue for a time after his 
wes lity begins. The waiting periods 
€duce premiums proportionately. 
bella the coverage is both non-can- 
Bees € and guaranteed renewable, the 
oe pod must renew the policy at or be- 
ol e Original premium through the 
. ai retirement age of 65, when the 

verage terminates, 





Howell Calls Hearing Aug. 25 


On Blue Cross Rate Increases 

Commissioner of Banking and Insur- 
ance Charles R. Howell of New Jersey 
has received a formal request for in- 
creases in the rates charged subscribers 
by the Hospital Service Plan of New 
Jersey (New Jersey Blue Cross Plan). 
He said a public hearing thereon will be 
held on Tuesday, August 25, at 10:09 
A.M. in the offices of the Department in 
Trenton, 

The proposed new rates for the com- 
prehensive contract are $3.38 monthly 
in the case of a group enrollment single 
contract and $8.83 monthly in the case 
of a group enrollment family contract. 
Expressed as percentages, the higher 
rates requested amount to a 17.8% over- 
all increase for the group enrollment, 
being 12.7% higher in the case of a 
single contract, and 18.5% higher for 
the family contract. The higher rates 
requested in the case of non-group en- 
rollments represents an overall increase 
of 20.5%. 

The plan also proposes some modifica- 
tions of the comprehensive contract in 
a new deductible contract available to 
non-group subscribers with rates which 
represent an overall decrease of 18% 
from the proposed non-group compre- 
hensive rates. 

The plan has asked for early con- 
sideration of these increases and changes 
which it proposes to make effective 
Januuary 1, 1960. 





Mutual of Omaha Cited by 


Amer. Nursing Home Assn. 

The American Nursing Home Asso- 
ciation has publicly commended Mutual 
of Omaha for including nursing home 
benefits in its policies for people age 65 
and over. 

The citation arose from the convales- 
cent nursing home benefits which are 
part of Mutual’s senior security plan, the 
first offered on a national basis for the 
aged which contains this benefit clause. 

The award was presented to Mutual 
President V. J. Skutt by Mrs. Florence 
Baltz, president of the A.N.H.A., in 
Washington, D. C. Mrs. Baltz said that 
Mutual of Omaha’s new policy “will have 
a profound effect in lowering the cost 
of medical care to the aged. It will en- 
able nursing homes to rehabilitate dis- 
abled senior citizens and return them to 
a happy productive life.” 

The announcement of the award co- 
incided with the opening of the second 
national enrollment of Mutual of 
Omaha’s senior security plan which will 
end August 31. 

A witness to the presentation, Frank 
C. Bateman, executive director of the 
A.N.H.A. commented: “Mutual’s action 
proves that private enterprise can come 
up with the answers to the care of our 
16 million older people—and can do it 
better and at less cost than can gov- 
ernment.” 





Gaynor Succeeds Hoffmann as 
Phoenix Midwest Branch Mgr. 


The retirement of Harry W. Hoff- 


mann, at his own request, was an- 
nounced this week by the Phoenix of 
London Group. Mr. Hoffmann joined 
Phoenix in 1924. He served as under- 
writer, production man, claims attorney 
and, since its establishment in 1948, as 
manager of the midwest branch office at 
Lawrence, Kans. 

Robert M. Gaynor has been appointed 
manager to succeed Mr. Hoffmann. The 
Midwest Branch Office is under the jur- 
isdiction of the Group’s Western De- 
partment, 120 South La Salle Street, 
Chicago 3, Ill., R. H. Kitchen, manager. 


McLaren Heads New S.E. 
Regional of Monarch 


HEADQUARTERS IN ORLANDO 


Former New Hawen G.A. of Company 
Supervises Four Branch Agency 
Offices in Florida 


John D. McLaren, for over 25 years 
general agent for Monarch Life in New 
Haven, up to his temporary retirement 
last fall, has been named to head the 
company’s new southeastern regional or- 


JOHN D. McLAREN 


ganization with headquarters in Orlando, 
Fla. The organization includes four 
branch agency offices in Miami, Orlando, 
Tampa and West Palm Beach, covering 
most of Florida. 

Under Mr. McLaren’s leadership, the 
New Haven agency consistently placed 
among Monarch’s top three units on the 
basis of all-around excellence of per- 
formance. It is now headed by General 
Agent Jules R. Laghi. 

Miami General Agent David A. Busher 
established Monarch’s first branch office 
in Florida almost two years ago. His 
agency has since ranged among Mon- 
arch’s leaders, both in the production of 
new business and in all-round excellence. 
This year new offices have been opened 
by Randall R. Frost in Orlando, Daniel 
J. Moran, Jr., in Tampa, and Ellsworth 
R. Caruso in West Palm Beach. More 
are to be established soon in Florida 
and in other states comprising the south- 
eastern region. 

Careers of Frost, Moran, Caruso 

Mr. Frost joined Monarch in 1954 and 
entered management training as a super- 
visor in 1957, after qualifying for Presi- 
dent’s Club honors in each of his three 
years as a field underwriter. Before 
being promoted to general agent this 
year, he served as a supervisor of the 
company’s New Haven, Rutland and 
Bridgeport agencies. 

Mr. Moran was a general agent with 
Loyal Protective Life for several years 
before joining Monarch last April and 
opening the company’s first agency on 
the west coast of Florida. 

Mr. Caruso, who was a member of 
Monarch’s Detroit agency staff from 
1950 to 1957, moved to Florida two years 
ago and was the first man contracted by 
Mr. Busher in Miami. He advanced to 
supervisor last year and to general agent 
shortly before the West Palm Beach 
agency began operating on June 1. 


Wisconsin A. & H. Bills 


The Wisconsin State Senate recently 
passed and sent to the Governor, two 
bills of interest to health insurance in- 
dustry. One proposal would put Blue 
Cross-Blue Shield, non-profit type plans 
under regulation by the Insurance De- 
partment. The secoad bill would pro- 
hibit company cancellation of an A. & H. 
policy without giving 30 days’ notice. 





Small Group Package 
Life-A. & H. Plans 


BY ACCO-VALLEY FORGE LIFE 


Available to Firms With Less Than 25 
Employes; 12 Basic A. & H. Plans, 
Life Schedule 


A new small group package plan, com- 
bining Accident & Health and Life 
coverages, which will enable agents to 
write business “on the spot,” has been 
announced by the American Casualty 
Co., Reading, Pa., and its affiliate, the 
Valley Forge Life Insurance Co. 

These A. & H. and Life programs are 
available to firms employing less than 25 
persons, and gives small businesses the 
same benefits now enjoyed by larger in- 
dustries. 

The package program offers 12 basic 
A. & H. plans with the latest supple- 
mentary benefits, plus attractive sched- 
ules of life insurance. 

A plan can be custom-built, premiums 
quoted and the sale completed in one 
interview, which greatly aids the writ- 
ing of Group programs and assures 
greater account control. 

The Life and A. & H. package is 
available in the 20 states in which Valley 
Forge Life is operating, The Life pro- 
gram may be offered separately in these 
states and the A. & H. program is avail- 
able separately in 49 states and Puerto 
Rico. 

Sales folders for the new package 
plans are available from any of the 
ACCO branch and service offices across 
the nation. 





Atlantic Life Liberalizes 
Its Non-Can. A.&H. Policy 


Atlantic Life Insurance Co., Rich- 
mond, Va., has introduced a liberal va- 
riation of its non-cancellable guaranteed 
renewable Stratford Hall sickness and 
accident policy. 

According to H. Stanley Marmaduke, 
assistant vice president in charge of 
health insurance, Atlantic Life’s Strat- 
ford Hall policy provides for payment 
of benefits continuously to age 65 on 
disabilities arising from either accident 
or sickness. 

Offered in monthly amounts of $100 to 
$400, the policy will be available to in- 
dividuals in the two top occupational 
classifications, ages 21 through 50, in- 
clusive. 

There is a 30-day waiting period on 
sickness benefits. Longer waiting pe- 
riods for both accident and sickness are 
available in order to provide a more 
flexible premium schedule. The policy 
is non-house confining. 

The Stratford Hall will continue to be 
offered with 12, 24, 60 and 120 months 
benefit periods, Mr. Marmaduke noted. 





O.L.&T. Rates for B.I. Went 


Up August 12 in 17 States 
Revised O. L. & T. bodily injury lia- 


bility insurance rates for classifications 
rated on an area or frontage basis were 
put into effect in 17 states August 12 
by the National Bureau of Casualty Un- 
derwriters on behalf of its member and 
subscriber companies. 

The states affected by these rate 
changes and the average statewide per- 
centage changes are as follows: Alaska 
+11.2; Arizona +21.7; Arkansas +290.7; 
California +160; Idaho +30.0; Indiana 
+23.0; Iowa +23.5; Kansas +24.1; Mas- 
sachusetts +30.0; Minnesota +11.9; 
Missouri +26.1; Montana +12.1; Okla- 
homa +19.6; Oregon +23.2; Rhode Is- 
land +30.0; South Carolina +24.0 and 
West Virginia +10.9. 

The rate revisions vary by classifica- 
tion and rate territory and reflect recent 
experience incurred by the carriers. 

The classifications affected include 
such important types of buildings as 
stores, hotels, churches, hospitals, clubs, 
restaurants, apartments and tenements, 
boarding or rooming houses and mercan- 
tile and office buildings. 
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Closeup of Joseph N. Mitchell 


Beneficial Standard Life’s Chief Executive at 36 Years Old, 


Operates Four Insurance Organizations With Sure 
and Capable Hand; His Background 


Because of the widespread interest in 
Beneficial Standard Life of Los Angeles 
and its affiliates under the leadership of 
Mr. Mitchell, The Eastern Underwriter ts 
glad to print below a profile sketch of him, 
and acknowledges appreciatively the assist- 
ance of Kathleen L. Whalen of Beneficial’s 
public relations department who assembled 
the material. 


The nation’s youngest president of a 
major insurance company is a 36-year- 
old dynamo named Joseph N. Mitchell, 
who has so successfully engineered the 
growth of his company, Beneficial 
Standard Life of Los Angeles, that it 
has attained the distinction of being one 
af the most progressive insurance organ- 
izations in the United States. In less 
than 20 years, Beneficial Standard, 
which started as a small casualty com- 
pany in a one-room office, has acquired 
three affiliates and has become recog- 
nized as a pioneer and leader in the 
development and introduction of un- 
usual insurance plans which have at- 
tracted wide interest. 

“Toe” Mitchell who was elected presi- 
dent in February, 1959, is best described 
as a “born executive.” Modest of man- 
ner, soft spoken, and with a boyish ap- 
pearance, he operates his four-fold or- 
ganization with a _ sure and capable 
hand, and with a _ sagacity that has 
earned the respect and admiration of his 
seniors. S 

Beneficial Standard has its home office 
building in the heart of Los Angeles’ 
downtown financial district. It is his 
base of operations, from which he con- 
trols the growth and progress of the 
parent company, as well as seneficial 
Fire & Casualty, Fidelity Interstate Life 
of Philadelphia and the latest acquisi- 
tion, British Pacific Life of Vancouver, 

C. Beneficial Standard now func- 
tions in 44 jurisdictions. 


Started With Beneficial in 1946 


Mr. Mitchell, reared in Los Angeles 
and educated at UCLA, joined Beneficial 
Standard in 1946 after his honorable dis- 
charge from the U. S. Army. He learned 
the business literally from the ground 
up, for he worked in nearly every de- 
partment of the organization in the fol- 
lowing three years. In 1949 he was 
made secretary-treasurer, and six years 
later, vice president. 

During his vice presidency, he devised 
and activated a number of new insur- 
ance plans that not only resulted in put- 
ting Beneficial Standard on the map, 
but created an entirely new concept of 
policyowner service. His special risks 
division was one of the first to intro- 
duce a polio policy at the time when it 
was considered a bold venture in insur- 
ance risks. However, the most public- 
ized innovation was the inauguration of 
a travel accident policy that could be 
purchased from independent agents and 
brokers and charged through the facili- 
ties of a single national credit card 
operation—The Diners’ Club. This idea 
was recently extended to the nation- 
wide Sheraton Hotel chain for its credit 
card holders. In this, Beneficial Stand- 
ard was the “avant garde” of other in- 
surance companies now entering this 
popular field. 


Diners’ Club Insurance Now National 


The credit card insurance by The 
Diners’ Club succeeded so far beyond 
expectations, and despite predictions of 
failure from the more conservative ele- 
ment in the profession, that within six 
months the program, which began as a 
test in California only, was extended 
nationally, and benefits increased by 20%. 

“Joe” Mitchell, with his flair for the 
unusual, has become a man to watch. 
Within the next year he hopes to de- 


JOSEPH N. MITCHELL 


velop and introduce an insurance plan 
for medical coverage resulting from the 
early detection and treatment of dis- 
ease. 

His close associates say that he has 
a sort of genius for discovering small, 
ambitious but struggling insurance com- 
panies tucked away off the beaten track 
and then evaluating their possibilities 
and grooming them for “stardom,” so to 
speak. A case in point is the newest 
affiliate, British Pacific, which for years 
existed in the overwhelming shadow of 
larger, more important Canadian com- 
panies, but which has become in less 
than 12 months a fast-moving, revital- 
which is making itself 


ized company 

known and respected throughout the 
Canadian provinces. In addition, Mr. 
Mitchell has a propensity as a talent 


scout for bringing into his home office 
bright young men who, like himself, 
have an unjaundiced eye on far horizons 
and a zestful ambition for moving along 
with a progressive company. 


$14,725,763 Capital and Surplus 


With its subsidiary companies, Benefi- 
cial Standard now has more than 700 
home office employes and a_ far-flung 
field staff of over 4,009 representatives. 
It has paid out more than $50,000,000 to 
policyowners and beneficiaries. As of 
December 31, 1958, its capital and sur- 
plus was $14,725,763, which was more 
than 50% of the company’s assets. Such 
assets represent $211.70 for each $100 
of liabilities, in contrast to the industry 
average of $111 for each $100. Its life 
insurance in force last December 31 
was $167,685,000 and its A. & H. pre- 
mium income totaled $13,660,587. These 
figures can result only from a solid and 
secure management policy. 

To help him achieve this eminence, 
“Toe” Mitchell has wisely surrounded 
himself with a hand-picked, top-notch 
administrative staff, 


A “Shirtsleeve Executive” 


The direct antithesis of a figurehead, 
“Joe” Mitchell could easily spend his 
afternoons on the links of the Hillcrest 
Country Club, where he is a member 
with scant leisure to prove it. Instead, 
his employes know him as a “shirtsleeve 
executive” who rarely takes a_ holiday. 
When he does, he arranges it to include 
a few business transactions, On a visit 
to England some years ago, he returned 
with a brilliant young Cambridge grad- 
uate who is now assistant actuary in 
the home office. Mitchell can be found 
at his desk every day, including Satur- 





IAAHU Com. Chairmen Named; 
Pres. Baskin Outlines Plans for 196 


Oakley Baskin of Mutual of Omaha, 
announced his 1959-60 committee chair- 
men as president of the International 
Association of Accident & Health Under- 
writers. 

Glenn S. Brooks, Southland Life, heads 
the programming committee. John Sy- 
manitz, Inter-State Assurance is memo- 
rial chairman; J. Will Paull, Detroit 
Mutual is LPRT chairman, and Richard 
Plasschaert, American United, heads the 
persistency award committee. 

Rollie Slotten, Inter-State, is 
bership chairman, Natt Robb, Colonial 
Life & Accident, heads the new asso- 
ciation committee, Harold Walters, Illi- 
nois Mutual Life & Casualty, is special 
promotion chairman, and Earle R. Ben- 
nett, Provident Life & Accident, heads 
the public relations committee. 

E. H. O’Connor, Insurance Economics 
Society, will serve as legislation chair- 
man, Wallace L. Clapp, “The Eastern 
Underwriter,” heads the publicity com- 
mittee, and Jay DeYoung, DeYoung & 
Associates, is chairman of the Harold 
R. Gordon Memorial Award committee. 

James Robb, Mutual of Omaha is re- 
cording committee chairman, Jack Olson, 
Combined of America is chairman of the 
convention committee, and W. Harold 
Petersen, American United Life, heads 
the education committee. 

Mr. Baskin has picked Irving G. Wess- 
man, America Fore Loyalty Group, as his 
distinguished service award chairman. 


mem- 





days, long before office hours officially 
begin, and frequently into the night. 
Possibly the company employes who can 
best evaluate his personality, because of 
their familiarity with his work routine, 
are the night cleaning women. They see 
him often. / 
However, Mr. Mitchell, like many of 
his contemporary executives, appreciates 
the value of identification with com- 
munity relations and civic activities. He 
participates in worthwhile civic and chari- 
table enterprises as part of his com- 
pany’s public relations. He is a mem- 
ber of the Community Relations Com- 
mittee of Los Angeles, the United States 
Chamber of Commerce, and the National 
Young Presidents’ Organization. His 
company was one of the first insurance 
organizations to receive the American 
teamwork award of the National Urban 
League because of Beneficial Standard’s 
non-discriminatory hiring policy. 


His Personal Life 


The question is posed: Do the de- 
mands of a vigorous and expanding busi- 
ness operation preclude enjoyment by 
Mr. Mitchell of the sort of life that is 
the norm for the average American 
30-plus male? The answer is in the 
negative. “Joe” Mitchell has been hap- 
pily married for 13 years and is the 
father of a son and two daughters, He 
and his wife, the former Beverly Edna 
Henigson, and their children live quietly 
in Beverly Hills. He owns a late model 
conservative looking car which he drives 
himself. He’s not a sports car or surf 
board fan but he plays a good game of 
golf, fair to middling bridge, and likes 
to dabble in amateur photography in his 
rare spare time. In short, he is a typi- 
cal young executive who faces the prom- 
ise of a bright and exciting future in a 
protession that is daily growing in im- 
portance. “He has a firm grip on the 
coat-tails of success, and enough activ- 
ity (including the usual share of prob- 
lems) to occupy his nimble mind and 
keep him young in heart,” says one of 
his admirers. 















Webster Hurley, ‘Bankers Life & (x 
ualty, is associate company chairmay 
Gibson Wright, Wright agency, is chaj 
man of the sustaining membership cop, 
mittee and Gail L. Shoup, Lincoln }, 
tional Life, heads the finance committ, 


IAAHU Plans for 1960 


Following is the text of Mr. Baskiy 
statement, outlining ITAAHU aims f, 
the coming year. . 

“During this year your officers ay) 
committees intend to increase the ¢ 
fectiveness of the International Associ. 
tion by improving the channels of cop 
munication between the Chicago off 
and the local associations, and _ betwee 
the association as a whole and the i.” 
dustry, the public, and our state a 
national legislators. " 

The International, composed of mo) 
than 90 state and local associatioy 
finds its strength is equal only to i 
combined strength of the local assoc! 
tions. By working together we can we 
a strong association which will be in; 
better position to serve our memben 
the A. & H. industry, and the public 

“The International Association hy 
many services available to the local » 
sociation and the individual member 
A lack of effective communication hy 
in the past resulted in the failure ¢ 
many associations to make use of they 
services.” 























































































































































Two New Committees Formed 


Our membership, programming, ne 
associations, tape recording library. ed 
cation, and leading Producers’ Rou 
Table committees are established for th 
purpose of aiding the local associatiog 
develop their over-all programs and} 
attract and hold members. Two ne 
committees—persistency award and sp 
cial promotions—have also been forme 
to be of further service to our memben 

“Another channel of communicati 
that needs to be broadened and deepen 
is between our association and ¢ 
public. Our public relations, publici 
Harold R. Gordon Memorial Award, a 
the special service award committees 
be of special help in this field. Th 
public relations and publicity committe 
will not only handle these functions { 
the International, but will aid the | 
associations in their own PR and pu 
licity duties. 

“A third problem of communicati 
lies between the A. & H. industry a 
our state and national legislators. Wi 
all of the pressures towards socializ 
medicine, expanded social security, a 
other give-away programs, our associ 
tion, through the legislation and_ publ 
relations committees will redouble i 
efforts in cooperation with the oth 
trade associations. to get our messéaf 
across to the legislators. 


Advice on Communication 


“Successful communication is 4 
way street. We need to be in contin 
contact with our association in order! 
serve them. The local associations mis 
keep us advised of all changes and ( 
velopments on the local scene. Low 
legislative issues are best handled © 
residents of the particular area. Hog 
ever, the International can be of ass 
ance in preparing statements and sth 
stantive material, or send _represetll 
tives where this approach seems atti 
able. The zone chairmen’s function! 
very important in maintaining this 
way communication link. We are of ‘ 
nate to have an excellent execilll 
board. Each member is responsible! 

a particular area. 

“We have been very much encourag 
by the interest and enthusiasm that ™ 
been demonstrated by the associat 
all across the country and are confide 
that 1959-60 will prove to be a yeat! 
progress toward our goal of better @ 
munications.” 
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HELP US KEEP THE 
THINGS WORTH KEEPING 


It’s good to be a boy, explor- 
ing the wide world, soaking 
up wonderful new sounds and 
sights everywhere you go. 
And if the world’s a peaceful 
place, it’s good to grow up, 
too, and become a man. 

But will the world stay 
peaceful? That depends on 
whether we can keep the 
peace. Peace costs money. 

Money for strength to keep 
the peace. Money for science 
and education to help make 
peace lasting. And money 
saved by individuals to help 
keep our economy strong. 

Your Savings Bonds as a 
direct investment in your 
country, make you a Partner 
in strengthening America’s 
Peace Power. 

The Bonds you buy will 
earn good interest for you. 
But the most important thing 
they earn is peace. 

Think it over. Are you buy- 
ing as many as you might? 


a 





STRENGTHEN 
AMERICA'S 
PEACE POWER 


BUY ULS. SAVINGS: DERN 
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The U.S. Government does not pay for this advertising. The Treasury Department thanks Fy \" 
The Advertising Council and this magazine for their patriotic donation. ws — au 










































John Philip Sousa’s special arrangements 
came from The Man from Equitable 


John Philip Sousa, famous Marine band leader, 
composed Stars and Stripes Forever and many other 
well-known marches. But his special insurance 
arrangements were composed by The Man from 
Equitable. Sousa not only received good protection 
in case of death, but his program gave him guar- 
anteed funds for living purposes — for emergencies, 





education, retirement. Living Insurance! This is 
what people everywhere are hearing about —on 
DOUGLAS EDWARDS WITH THE NEWS, over the entire 
CBS-TV network. No wonder so many underwriters 
enjoy being The Man from Equitable! ©1959 The 
Fyuitable Life Assurance Society of the United 
states. Home Office: 393 Seventh Ave., N. Y. 1, N. Y. 


Living Insurance from EQUITABLE 
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